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NEW IRWIN Adapfer Shank sits 


fit both hand braces and electric drills 


big market ... less inventory . . . full profit margins 


| oO It comes like this FOR USE IN HAND BRACES 


IRWIN 





© cut off taper square shank 


= 


IRWIN 





©) Now use in BOTH HAND BRACES and ELECTRIC DRILLS 


RUNS TRUE IN ELECTRIC DRILLS 


i 


a 


| eee Sell in volume to plumbers. 
utility and construction 


CHUCKS PERFECTLY IN HAND BRACES, TOO 


— oo 


electricians, carpenters, general repair and maintenance men, 
workers — most all users of both hand braces and electric drills. 


No other bit has so many easy-to-sell features 


Cuts inventory costs for users by 5067 because one Irwin 
Adapter Shank Bit does the work of two regular type bits. 
Saves time, too. Fewer bits to carry in tool box or select 
from while on the job. Costs less than other electric drill 
bits made with a single usage shank. Precision ground 
shank with its 6 equally spaced flats chucks perfectly, runs 


true with screw point No wobble. no run-out when used 
in power drills. 10 Electrician, Car Bit and Ship Head 
Car Bit types sizes 4/16” to 17 16” Both solid center and 
single twist designs. Every Irwin Adapter Shank Bit highly 
polished and heat te mp red full length for lasting strength, 


longer life. Big market . . . so order big today. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Co., at Wilmington, Ohio, USA, since 1885 
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money-makers from murray 
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TRACTOR with chain drive, all-steel spring seat. 
Realistic motor-tone gear shift, spark plugs that can ; 4 FIRE TRUCK with red spotlight flicker, gong 
be plugged in. Thick tires. Full bali bearing. r bell, two wooden ladders. Stand-on-it platform. 
R-310. Available with trailer. Full ball bearing. Cutaway steering wheel. 
} Adjustable pedals. R-750. 


VELOCIPEDE with sturdy wishbone-type 
frame. Wheelguard with fin fender. 
Flamboyant turquoise with white and gold 
trim. Full ball bearing. 10", 12%, 16”. R-440. 


BICYCLE with twin headlamps and 4-bar frame. PARK CYCLE with coaster brake and removable 
Tail light visible from rear or side. Chrome fenders, crossbar. Heavy gauge, deluxe spoke bal! bearing 
rims, tank, crash rail. Black cherry with white wheels. Models available with and without 
and gold trim. Bicycle models available for girls brake in 14", 16”, 20". Red R-516 shown. 

and boys — 20", 24", 26”. R-226 shown, 


more children ride on MURRAY wheels than any other kind 


A completely re-designed line by Murray—new 
autos, tractors, fire trucks, velocipedes, bicycles... 
for children of all sizes and in all price brackets. 


© 
THE MURRAY OHIO MFG. CO. « NASHVILLE 4, TENNESSEE 
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NIXDORFF-RREIN’ Chain...A Vital Link 
In America’s Progress Since 1854 


One hundred years ago, when the intrepid United States steam 
frigate “Susquehanna” braved the waves, Nixdorff-Krein* had 
already been manufacturing chain in St. Louis for four years. 
Modes of marine travel have changed dramatically since 1858; 
today the luxury liner United States crosses the Atlantic in less 
than 314, days. But one thing remains the same. Today—as 
yesterday—the name “Nixdorff” spells “quality” in chain for 
every purpose. 


ae a 
Eb ele) 334 
KREIN 916 HOWARD STREET - ST. LOUIS 6, MISSOURI 


*KREIN rhymes with FINE 
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NEW rureans 


make the difference! 


Wipes Clean 
in Seconds! 


* New 3-Twist Lok-Spin Cap! 

* Draws in Bulk Caulk—Vacuum Fast! 
* Fits All Cartridges Snug! 

* Takes All Standard Nozzles! 


eR 33 _ 

” ; pod 

Only “VITAL” makes _ : caw — 
Caulk Guns exclusively : A 
— completely. From us 


CRADLE-CAULKER 
Takes spouted cartridges 


you select only the guns 
best suited to your cus- 
tomers’ requirements — 
shipped to you direct — 
on time ... No need to 
overstock. 
CAULK-MASTER 

Our wide selection of For spouiless cartridges 
both guns and nozzles 
with all the established 
diameters and lengths, is 


the result of years of ex- 
MAINTENANCE 


perience in interpreting Seth end eavtidae qua 


what the industry requires. 


All of the improvements 
on caulking guns are con- 
tinually being made at 
“VITAL” where we can 
serve you better than any- 


CONTRACTOR'S 
Bulk and cartridge gun... 
for longer loads 


one else, at lower prices, 
and with quality 
beyond your 
expectations. 


A 
- established 1909 

\ /ITAL PRODUCTS 
MANUFACTURING CO. 


7504 Quincy Avenue * Cleveland 4, Ohio 
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BUSINESS TRENDS 


> Business Outlook 


With a month's supply of steel on hand, manufacturers, in late August 
were still able to maintain operations. However, in another few 
weeks the pinch will be on if the strike is not settled. Hope now is 
that union and management may reach an agreement by mid-September. 

If not the government may step in and apply pressure. Business is ex- 
cellent at the moment, but a prolonging of the strike could mean 

real trouble in year's last half. 








> Boom Rate 


Despite the steel strike the nation's economy is burst- 
ing at the seams. The gross national product—the value 
of all goods and services produced in this country—was 
estimated in the second quarter at $483 billion annually. 
In another six months, a half trillion dollar economy 
could be reached. 


> Construction 


Building activity continues to back-bone business. Residential 
construction is at near record levels. The 710,000 units of 

private and public housing started in the first half of 1959 
set a new record, even spurting ahead of the housing booms 

of 1950 and 1955. 








> Retail Sales 


Record personal incomes are pushing retail sales to new record highs. 
Department store sales in mid-July were 5% above a year earlier, 
with big ticket items going well. In the year's first five months, 
sales by the nation's hardware stores were 5% ahead of the 1958 
period. 








> Farm Income 


Farmer's realized net income in the first half of 1959 was at 
an average annual rate of nearly 12 billion dollars. This 

was @ billion dollars or 8% lower than in the first half of 
"58, but a billion dollars higher than in 1957. Lower 


prices this year have been offset by somewhat larger volume 
of sales. 











> Installment Debt 


With fears of the recession now gone consumer optimism is 
currently reflected in the rise in credit buying. In- 
stallment debt rose by 452 million in mid-year. The June 
total was 35.8 billion, a rise of 2.8 billion above the 
amount of installment credit on the books at the end of 
June 1958. 





(See page 22 for current report on wholesale hardware sales.) 
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CERAMIC SWITCHPLATE IN REGENT PATTERN SINGLE CERAMIC SWITCHPLATE IN DRESOEN PATTERN 


BIG PROFIT DEAL. 


IN FAST-MOVING CERAMIC SWITCHPLATES 


Get your share of profits from these home-remodeling ge 
items! 16 single and 16 double Ceramic Switchplates 

in 8 smart, sell-on-sight patterns. Special deal includes 

self merchandising wire rack display with eye-catching, 
bubble packed merchandise thrown in! 





: FOR 
‘ » 8 WaAarC FULL 
of Slogane DETAILS 


Contact your jobber about 


® ot 
= - y 7 F F 
. \ | this special (E-1) Deal, or THIS WIRE RACK FREE 
) write The Yale & Towne 
- with deals E-1 and E-2. Compact, self 


Manufacturing Company, 
; servicer that will move goods faster. 
Towne Hardware Division, 


2 : Designed for counter use or wall dis- 
YALE & TOWNE [peeeeeaee tne enn ane 
New York 17, N. Y. which to sell. 
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PETERS 


means 


to your customers! 


That's why it pays to 

stock, display and push the 
entire power-packed line of 
PETERS “High Velocity” 


sporting ammunition. 


Jales 
PACKS THEA POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” «s a trademark of Peters Cartridge Division, Remington Arms Company, tne, Sree 
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INDUSTRY NEWS 


Wholesalers and Manufacturers Meet 
in Atlantic City, October 4-7 


WHOLESALERS and manufactur- 
ers will gather in Atlantic City, N. 
J., October 4-7 for the annual joint 
convention of the National Whole- 
sale Hardware Association and the 
American Hardware Manufactur- 
ers Association. 

A custom of many years will be 
broken with this convention. The 
Dennis and Shelburne hotels, side 
by side on the boardwalk, will be 
the headquarters hotels, replacing 
the Marlborough-Blenheim. 

Registration gets under way 
Saturday, October 3 at 1 P.M. in 
the lower lobby of the Dennis. 

The convention will formally 
open with the traditional Presi- 
dents’ Reception on Sunday even- 
ing in the Dennis. 

Entertainment features are 
scheduled for Monday and Tues- 
day evenings in the Dennis ball- 
room. 

Business sessions will be held in 
the Shelburne hotel. 

The conference booth plan will 
again be operated on Monday and 
Tuesday afternoons in Convention 
Hall. 

» 


Higginbotham-Pearlstone 
Names Credit Manager 


J. P. BARFIELD, vice-president of 
Higginbotham - Pearlstone Hard- 
ware Co., Dallas, Texas, announces 
the appointment of Curtis Cotten 
as credit manager. 

. 


Southern Hardware Co. 
Elects New Officer 
T. G. Mmtter, president of 


Southern Hardware Co., Inc., 
Helena, Ark., announces that R. 


A. Johnson, buyer, was elected to 
the position of vice-president in 
charge of buying and assistant 
general manager at the recent an- 
nual meeting of the board of di- 
rectors. 


+ 


Hank Bruns Heads 
Tackle Representatives 


HANK BRUNS, manufacturers’ 
representative, with headquarters 
in Atlanta, Ga., has been elected 
president of the Tackle Represen- 
tatives Association. The action 
came during the annual meeting of 
the national organization which 
convened in Chicago recently along 


Plans Being Completed for 
Mid-America's Fall Show 


MANAGING DrREcTOR Frank M. 
Yeager reveals that more than 200 
of the industry’s leading manu- 
facturers of lawn and garden sup- 
plies have contracted for exhibition 


with the Sporting Goods Jobbers 
Association. 

Widely known in the industry, 
Bruns heads a firm which covers 
10 Southeastern states in repre- 
senting a number of leading man- 
ufacturers of sporting goods and 
allied lines. 


space for The Mid-America Lawn, 
Garden and Outdoor Living Trade 
Show which will be presented 
October 8, 9, and 10 at the Inter- 
national Amphitheatre, Chicago. 

Exposition hours are: October 8, 
11:00 a.m. - 9:00 p.m.; October 9, 
11:00 a.m. - 9:00 p.m.; and October 
10, 11:00 a.m. - 5:00 p.m. 


Exhibit site of the Mid-America Lawn, Garden and Outdoor Living Trade Show 
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INDUSTRY NEWS 


Swinging Around 
The Southeast 


WRITING A column like this is 
fun ... Especially when there are 
encouraging remarks ... We thank 
you for your kind words, and will 
be more than glad to hear from 
you... Our hats are off and we 
congratulate Jack Erwin, of the 
Allison-Erwin Hardware Co., Char- 
lotte, North Carolina ... Mr. Er- 
win was invited, along with 20 
other businessmen in the South- 
eastern states, to be an observer 
with the U. S. Navy’s 6th Fleet on 
joint maneuvers with the British 
fleet .. . We know Mr. Erwin will 
have many interesting things to 
tell us after having had this expe- 
rience . . . It is quite an honor to 
come to a very fine gentleman. 

Ralph Kirby, ye editor of this 
journal, and his family vacationed 
in the vicinity of Norfolk, Virginia 

. Ralph and Mrs. Kirby origi- 
nally came from around that neck 
of the woods . . . The combined 
Dinkins-Davidson, King Hardware 
and Sharp-Horsey Hardware deal- 
er show, held at the Biltmore Ho- 
tel in Atlanta, was a big success 
. . » Many prizes were given, with 
the grand prize being a Ford Sta- 
tion Wagon . . . Dealers who miss 
a show like this should think twice 
. . . Many good buys were offered. 

Ray Glenn, sales and merchan- 
dise rep from the Cleveland office 
of True Temper, was in Atlanta 
assisting George Rabens, True 
Temper representative at the D- 
K-S Show in Atlanta... W. H. 
Morris, 30-odd years with the 
Dinkins-Davidson Hardware Co.'s 
sales force, was a bit under the 
weather, .. Although he is improv- 
ing, Mr. Morris was unable to at- 
tend the D-K-S Dealer Show . .. 
We wish him a speedy recovery. 

You may have read a poem 
which appeared in the Atlanta 


eeeeceeFry-Holbrook & Associates eee oe 





BY DAN M. FRY 


Atlanta, Ga. 


Constitution (editorial page) en- 
titled “Meet Me At The Kimball” 
... It was written in 1902 by the 
late John H. Haddock, who pro- 
duced the poem for his college 
magazine ... This poet was the 
father of John H. Haddock, Jr., 
vice-president of King Hardware 
Co. 

Herman Hood, salesmanager of 
the Keith-Simmons Hardware Co., 
Nashville, Tennessee was an ob- 


Allen President Honored 


A special, bound bibliography of the 
S. L. Allen & Co., Inc., along with a 
50-year service pin and gift wrist 
watch, were presented recently to 
William T. Liewellyn, center, company 
president, on the occasion of his 50th 
anniversary with the Philadelphia firm. 
He has served as president since 1953. 
Presentation was made by Matthew J. 
Scammell, Jr., left, executive vice- 
president, and Walter H. Kleinhenn, 
secretary and general sales manager. 
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(Continued from page 7) 


server at the D-K-S Dealer show 
in Atlanta .. . Charles Heindricks 
celebrates his 53rd year with H. 
Boker and Co... . Mr. Heindricks 
is still going strong and working 
the Southern territory . . . resides 
in Baldwin, Long Island . . . has 
three children, one girl married 
and two sons who reside at home. 

Good sailing and a happy land- 
ing to Mr. and Mrs. W. W. McMa- 
nus, who left for Europe around 
the middle of August .. . Mr. Mc- 
Manus is the president of King 
Hardware Co., Atlanta, Georgia 
. . . Ekco was well represented at 
the dealer show in Atlanta : 
Howard Crabb of Charlotte, North 
Carolina, district representative of 
the Ekco-Autoyre division 
Thomas Barkley, district repre- 
sentative of Ekco-Flint division 
... Jack Kirchener, salesmanager, 
and Thomas Longfellow, salesman- 
ager of the Ekco-Flint division .. . 
Jack Hasson, president of House- 
Hasson Hardware Co., Knoxville, 
Tennessee, was an observer at the 
D-K-S Dealer Show in Atlanta, 
Georgia. 

Ran into Phil Lundblad, who 
represents Revere & Co. in the 
Southeast, and has been with the 
company nine years. .. Phil is an 
eligible bachelor, and a mighty 
fine guy .. . John Carroll, buyer 
for Beck & Gregg Hardware Co., 
Atlanta, Ga., spent his vacation 
with the family in Florida. 

This is off the record . . . South- 
ern Hardware Golf Association 
members beware! . Someone 
toid me that Charlie Smith, busi- 
ness manager of Southern Hard- 
ware magazine won a high-priced 
set of matched golf clubs .. . Since 
then Charlie has been burning up 
the fareways ... And every Sat- 
urday morning he can be found at 
the East Lake Country Club in 
Atlanta .. . If new clubs can im- 
prove one’s game, yours truly had 
better get a new set pronto. 

Len Smith, New York Wire Cloth 
representative, Bill Peet, represen- 
tative John T. Everett Co., Ronnie 
Lambert of Rubbermaid and Hugh 
Cochrane of Charlotte, North Car- 
olina, all met at the same time 
somewhere in South Carolina re- 
cently ... This is quite a crew to 
be in one spot at the same time, 
and I'll bet we could have gotten a 
lot of material for our column at 
that meeting . . . That’s all for now 
. . . Keep sending in the news... 
See you next month. 
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R. R. Nelson Dies 
in Roanoke, Va. 


ROBERT R, NELSON, president of 
Nelson Hardware Co., passed away 
in his sleep July 14 at his home in 
Roanoke, Va. The former Virginia 
Tech football star and prominent 
businessman would have been 63 
in August. 

About 20 years ago Mr. Nelson 
suffered a coronary and a few 
years later another one. The first 
one kept him in bed almost three 
months. 


Robert R. Nelson 


Upon leaving military service 
after World War I, he became 
associated with the Nelson Hard- 
ware Co., wholesale organization 
of which his father, the late A. M. 
Nelson, was one of the founders. 
After his father’s death, Mr. Nelson 
became president of the company. 

Active in numerous business 
enterprises, Mr. Nelson was also 
an avid sportsman. After his first 
heart attack, he concentrated on 
fishing as a hobby and the day 
prior to his death he and several 
associates had fished at Hot 
Springs. 

In addition to his wife and 
adopted son, William, other sur- 
vivors included two sisters, Mrs. 
J. P. Fishburn and Mrs. Louis R. 
Showalter, and two brothers, Cole- 
man H. and Charles L. Nelson. 





SHGA Meets at Mid 
Pines October 29-31 


Southern Hardware Golf As- 
sociation will hold its fourth an- 
nual tournament at the Mid Pines 
Club in Southern Pines, N. C., 
October 29-31. Qualifying rounds 
will be played on Thursday, Oc- 
tober 29. 
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Shakespeare Holds Annual Sales Meeting 
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Shown here are the Shakespeare Co. executives and sales representatives who 

attended the annual sales conference held recently in Kalamazoo, Mich., at which 

the lineup of tackle items for 1960 was introduced. Among those receiving sales 

awards, based on percentage of quota, were the following: Jim McCabe, Kirk- 

wood, Mo.; Tom Grant, Pompano Beach, Fia.; Tom Kuball, Tulsa, Okla.; and Nea! 
Bond, of Dallas, Texas. 


Beck & Gregg's Huie Elected President 
of Sporting Goods Jobbers Association 


W. M. Hure of Beck & Gregy 
Hardware Co., Atlanta, Ga., was 
elected president of the Sporting 
Goods Jobbers Association at the 
Association’s annual meeting held 
in Chicago August 3. 

Elected to serve with Huie were: 
first vice-president, Ross Riddle, 
Stratton-Terstegge, Louisville, Ky.; 
second vice-president, Ward Mun- 
son, Munson Sporting Goods, West 
Covina, Calif.; and treasurer, Bob 
Erath, Bob Erath Co., South Bend, 
Ind. Four new directors were also 
elected. These are J. E. Haseltine, 
James E. Haseltine Co., Portland, 
Ore.; James Rorke, Robinson Co., 
Atlanta, Ga.; J. T. Lloyd, Jr., J. T. 
Lloyd Co., Little Rock, Ark.; and 


1959 


Dick Wallman, Leonard Melton 
Co., Nashville, Tenn. The officers 
will serve one year; the directors 
for three. 

Several activities which were 
new to the Association were out- 
lined by Retiring President Stanly 
Roberts, Roberts, Sanford & Tay- 
lor, Sherman, Texas, who announc- 
ed that the jobbers would affiliate 
with the National Association of 
Wholesalers. 

A program to develop merchan- 
dising helps for the members is a 
leading activity for next year, ac- 
cording to Roberts. The service will 
take the form, basically, of supply- 
ing display racks for fishing tackle 
and other sporting goods, and it is 
hoped that they may be supplied 
without charge to the dealer. 

The quarterly publication of an 
Overstock Exchange will be con- 
tinued, he said, and plans were 
announced for the preparation of 
a brochure designed to answer 
manufacturers’ questions on what 
a jobber needs to put out his cata- 
log. The booklet will be made 
available to the jobber members 
and they can give it to their 
suppliers. 

Bob Erath is chairman of the 
Association’s Legislative Commit- 
tee and principal items under study 
are functional discounts and inter- 
state taxation. D. F. Gardner of 
Keely, Gardner & Swasey, Hialeah, 
Fla., heads the newly activated 
Operating Ratio Research Com- 
mittee. 
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Early in August Russ Baity 
parted company with an erring 
appendix. The operation restricted 
his traveling for a while, but Russ 
mended without difficulty and is 
back on the job again. 


With JuLYy and August big va- 
cation months for many people in 
the hardware industry through the 
Southwest news has been a mite 
on the scarce side . . . I asked Elmo 
Beard, president of Tyrrell Hard- 
ware in Beaumont about his vaca- 
tion and he didn’t seem to know 
what the word meant . . . However 
he is thinking about a European 
trip next year as he has brought 
one of his outside men in to re- 
lieve him of some of his duties. 

John Anger, general manager of 
Sabine Supply Co. in Orange men- 
tioned that they would be cele- 
brating their first year in their 
new building on July 29 and that 
they are very happy with their 
new operation. Business was down 
some the first part of the year due 
to the heavy rains and the oil 
strikes . . . But business is very 
good at this time. 

Frank Brown, purchasing agent 
for Sabine planned to spend his 
vacation moving into a new home. 

Walter Sandberg of Walter Tips 
Co. had just returned from a two 
weeks vacation to Yellowstone Na- 
tional Park . . . Even though his 
desk was filled up with paper 
work I received the same generous 
welcome. Robert Tips was on his 
way to California . . . Carl John- 
son, president, has been too busy 
with Little League activities to 
give much thought to vacation 
plans, but since his team lost to 
Longview for the championship 
recently he'll probably be next on 








Southwest Ramblin’s 


By RUSS BAITY 


Divisional Manager 
Dalias, Texas 
J. Wiss & Sons Co. 


the vacation list. 

Bill Dawkins, general manager 
of Watts Hardware in San An- 
tonio reported a wonderful trip to 
Las Vegas and the West Coast... 
With his family he spent a few 
days in Los Angeles attending the 
retail convention. 

If you know of some interesting 
news about hardware folks send 
it in and we'll keep you posted on 
the “going’s on” in the great 
Southwest. 

+ 


Edwin Flato Honored 
in Corpus Christi 
“EpwiIn FLatTo Day,” honoring 


the retired president of Corpus 
Christi Hardware Co. for his many 


(Continued from page 9) 


accomplishments and contributions 
in business, agriculture, and civic 
affairs, was held recently by the 
Corpus Christi Rotary Club of 
which Mr. Flato is a charter mem- 
ber. 


* 


Cavel to Represent 
Billings & Spencer 


HALL W. CAVEL is now repre- 
senting the line of drop forged 
wrenches and shop tools manu- 
factured by The Billings and 





Hall W. Cavel 


Spencer Co., Hartford, Conn., in 
the states of Arkansas, Oklahoma, 
and West Texas. He will make his 
headquarters in Ada, Okla. 


©. Ames Co. Holds Annual Sales Meeting 





The ©. Ames Co., Parkersburg, W. Va., which is celebrating its 185th year in 

business, recently held its annual sales meeting in Parkersburg, with represent- 

atives of both the housewares and tool divisions present. Shown in the above 

photograph are, i row: Thompson, Forbes, McQuade, Keenan, Avery, Wood, 
i 


Ross, Baxley, and 


tcher. Center row: Koehler, Sayre, Owen, Dubey, Vincent, 


Barton, Jones, Telling, and Wharton. First row: Harris, Williams, Campbell, Winn, 
Martin, Holland, and Buskirk. 
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"Wyatt" Levertrol to the rescue mnother 


ee eeee 


foot valve saved from “hanging” 





With the Ratterman Levertrol, “hung” foot valves 
are no longer a problem. A tug or two on the 
special nylon cord (connected to the Levertro 
illows water in the drop pipe to flusl 
clogging gre and dirt. He 
Levertrol’s patented ‘fl ha ctu lp 
to solve so Many pump repair probl 






8 Foreign matter is easily flushed fron 





valve seat and screen 


ee) ee a 


@ One man can pull drop pipe after drainage 


Ty 


@ Air lock can be broken when priming jet pumps 





&@ Homeowners can drain drop pipe when 


\ 
\w\e 






anticipating a heavy freeze 





“J 





2 @ 





8 Positive Levertrol action is precision engineered 
for years of trouble-free service. Synthetic 
rubber seal prevents leakage of water, oil 
or gas at temperatures not exceeding 180° F. 


8 Levertrol’s special nylon cord is designed to a e, } | | ¢ h | ° ! } } ‘ } ! } 
withstand strain far beyond normal usage < < 
and for dependability through years 
of in-service exposure. Manufacturing Company 


8&8 Ratterman “self cleaning” valves are of the Factory Sales Office 
finest quality and are designed to allow 
maximum flow. Levertrol valves and 
plain foot valves (the old fashioned type) Ci ria Atlanta Cn 
are available in popular sizes. 


INDUSTRY NEWS 


Host Companies Announce 
Third Annual Party Date 


FOUR MANUFACTURERS will par- 
ticipate in playing host to over 
1,000 hardware dealers and buyers 
attending the National Hardware 
Show in New York City. The host 
companies are Wen Products, 
Great Neck Saw Manufacturers, 
Milwaukee Tool and Equipment 
Co., and Central Stamping and 
Manufacturing Co. 





The party will be held in the 
Starlight Roof of the Waldorf As- 
toria Hotel on Tuesday, September 
29. It will begin at 6:30 p.m. with 
cocktails and hors d’oeuvres and 
cocktail music, to be followed by a 
Roast Beef Buffet dinner and floor 
show, after which there will be 
dancing until midnight. 

This is the third annual Star- 
light Roof Party sponsored by the 
four companies. Attendance by in- 
vitation only. 


Atlanta Show Attracts Big Crowd 


Shown above are visitors moving among the booths at the recent merchandise 

show held in Atianta by Sharp-Horsey Hardware Co., Dinkins-Davidson Hard- 

were Co. and King Hardware Co. More than 2,000 visitors attended the 

show which was termed highly successful. Company officials below are: Jack 

Sharp, Sharp-Horsey; Hank Farmer and Sam Dinkins, Dinkins-Davidson; and 
J. N. Haddock and Harry M. Treadaway, King Hardware Co. 


(Continued from page 10) 


Falls City Div. Names 
Keith-Nicholas as Rep 


C. C. ELLis, sales manager of 
the Falls City Division of Stratton 
& Terstegge Co., manufacturers of 
My Buddy Tackle Boxes and Falls 
City Minnow Buckets, announces 
the appointment of Keith-Nicholas 
Co. as representative in the East- 
ern Territory. The states covered 
will be the entire eastern seaboard 
south to Virginia, and also West 
Virginia and Pennsylvania. The 
appointment was effective July 1. 


The Keith-Nicholas Co. is headed 
by John D. Keith and Joseph T. 
Nicholas. Keith recently was gener- 
al sales manager of the American 
Tackle Division of True Temper 
and vice-president of Lawrence 
Tackle Manufacturing Co. Nicholas 
was eastern territory regional 
manager for Montague Ocean City 
for eight years. 


Newly Organized Georgia 
Firm to Represent Weber 


THE NEWLY organized firm of 
Woodcock-Pittman Co., 3023 15th 
Ave., Columbus, Ga., has been se- 
lected representative by Weber 
Tackle Co., Stevens Point, Wis., for 
Weber’s Southeastern territory. 

John F. Woodcock, one of the 
principals of the new organization, 
is at the Columbus address; C. M. 
Pittman, Sr.’s address is 512 Bal- 
four Dr., Decatur, Ga. 

The territory comprises Ala- 
bama; Florida; Georgia; Kentucky, 
except Louisville; Mississippi; 
North Carolina; South Carolina; 
Tennessee, except Memphis; Vir- 
ginia, except Arlington; and West 
Virginia, except Wheeling. 
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[Swne-AWAY) AUTOMATIC-ELECTRIC 
CAN OPENER and KNIFE-SHARPENER 


starts at the touch of a finger, and turns itself off automatically when 
lid is cut out. Opens all standard cans...leaves a safe, smooth 
edge. Powerful, ceramic magnet picks up the cut-out lid. Full-size 
electric knife sharpener included, And it’s portable. Handsome cabi- 
net in choice of colors, with chrome and goldtrim. Model 2100 *27.95 


NEW!...SWING-A-WAY 


Automatic-Electric Can Opener 


All the features of Model 2100, but without knife sharpener. 


White cabinet with chrome trim. Packed in 3 color gift 
carton. Model 2200 $24.95 


Swing -A-Way MANUFACTURING COMPANY 
ST. LOUIS 16, MISSOURI 
IN CANADA: FOX AGENCIES, PORT CREDIT, ONTARIO 
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PoinT- OF - PURCHASE DISPLAYS 
TO ASSUME 
NEW IMPORTANCE 


FOR 


SOUTHERN HARDWARE 
READERS IN DECEMBER 





The December issue of SOUTHERN 
HARDWARE will feature a special Direc- 
tory of sales and merchandising aids avail- 
able to dealers during 1960. 


This Directory will bring forcefully 
to the attention of retailers and wholesalers 
the various sales aids available . . . it will 
encourage a more widespread use of these 
sales aids on which manufacturers are spend- 
ing much time and money perfecting and 
promoting. 


The competition for sales of hardware 
products from other lines of trade, plus 
heavy imports of foreign products makes 


it essential for hardware retailers to intensi- 
fy sales and promotional effort if normal 
profits are to be maintained on domestic 
lines. 


One of the areas in which the greatest 
improvement can be made with the least 
effort is in the effective use of sales aids at 
the point-of-purchase. 


These sales aids (display 
counter merchandisers, dispensers etc.) will 
be pictured and described in a special sec- 
tion so designed that hardware retailers and 
wholesalers will want to keep it on hand 
for continuous use and reference during the 
year. 


fixtures, 


READ SOUTHERN HARDWARE 


Every MONTH! 


For more information use Handy Return Card, Page 77 SOUTHERN HARDWARE for September, 1959 


Most flexible, practical 
bolt merchandiser ever offered! 


At least one out of every five customers who comes into your 
store needs bolts of some kind. But waiting on them personally 


takes valuable sales time. Now Lamson provides you with a 


ae he 


timesaving, profit-building answer— Lamson “Serve Yourself” 
Bolt Trays. They’re so flexible and compact you can spot them 


anywhere. They make bolts a profitable self-service item for you. 


4 «2 
7 cm . 5 
CE A: et tn IS pe. oer 
BS s .) 2 -” 


-.," 
ta 


LAMSON “SERVE YOURSELF” BOLT TRAY 
with zinc-chromate plated bolts 





TOOL DEPARTMENT—BoltTrayattracts CHECK-OUT COUNTER —Ii's casy for MOUSEWARES COUNTER—Bolts may 
more traffic to department. Often sug- customers to forget to buy bolts.A Bolt suggest related items — or vice versa. 
gests a tool purchase—or tool buyeris Tray placed nearthe check-out counter The Bolt Tray is attractive enough and 
reminded he needs some bolts. or cash register builds impulse sales. flexible enough to fit in any display area. 





All bolts plated for eye appeal. Nuts included. Choose 
the type of bolts your customers ask for most often— 
machine, carriage, lag, stove, cap screws. Refills 
available from stock. Ask your Lamson Distributor 
for full information. 


q LAMSON & SESSIONS 


5000 TIEDEMAN ROAD «+ CLEVELAND, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 


J 
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INDUSTRY NEWS 





Buyers here wait at the Coliseum for opening of National Hardware Show. 


Record Crowd to Attend 
National Hardware Show 


More THAN 45,000 buyers are 
expected to attend the 14th annual 
National Hardware Show at the 
Coliseum in New York City, Sep- 
tember 28 through October 2. Ad- 
vance registrations are running 
somewhat higher than last year 
when 44,719 buyers set a new at- 
tendance record, according to 
Frank M. Yeager, managing di- 
rector of the show. 


500,000th Buyer 


One of the buyers at this year’s 
show will be the 500,000th regis- 
trant since the show’s debut in 
1946. He is R. J. Duquette, man- 
ager, merchandising department, 
Moore-Handley Hardware _ Co., 
Inc., Birmingham, Alabama. Du- 
quette will be given a lifetime 
registration card and will be the 
National Hardware Show’s guest 
for dinner and the theatre. 

The diversified trade show will 
occupy every square inch of the 
more than 300,000 square feet of 
display space at the Coliseum. It is 
the only show, trade or public, 
ever to have filled the New York 
exhibition building. 

Over 50,000 items will be dis- 
played and demonstrated along 
41% miles of exhibits where leading 
manufacturers will unveil tomor- 
row’s products, packaging, promo- 
tions, and profit-offerings. 

Exposition hours are: September 
28, 11 a.m. -6 p.m.; September 29, 
10 a.m.-6 p.m.; September 30. 10 
a.m.- 10 p.m.; October 1, 10 a.m. - 


16 


6 p.m.; and October 2, 10 a.m.-3 
p.m. 


4 


Detroit Harvester Co. 
Announces Name Change 


THE NAME OF the Detroit Har- 
vester Co. was changed to “Dura 
Corporation,” effective August 1, 
according to J. Thomas Smith, 
president. The company is head- 
quartered in Detroit, Mich. 


(Continued from page 12) 


Crescent Tool Announces 
New Territory Coverage 


ENLARGED territories to be served 
by Southern representatives of 
Crescent Tool Co., Jamestown, N. 
Y., are as follows: 

Donald R. Stead, of Decatur, Ga., 
has been assigned to Alabama, 
Georgia, South Carolina, and 
Florida. 


Charles W. Cobb, of Jackson, 
Tenn., will cover Virginia, North 
Carolina, Tennessee, Mississippi, 
and the Baton Rouge and New 
Orleans section of Louisiana. 

The men are covering the terri- 
tory formerly served by the late 
Roy Hoe. Mr. Hoe had been with 
Crescent Tool for more than 30 
years prior to his death at his home 
in Daytona Beach, Fla., a few 
months ago. 


Golf Champions at Nicholson Sales Meeting 


Ed Fuller, left, and John “Red” Doran, right, sales representatives of Nicholson 
File Co., display golf trophies presented to them by Pau! C. Nicholson, Jr., 
president, for winning low gross and low net respectively at the annual tourna- 
ment, a feature of the company's sales meeting, held recently in Providence. 
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YOU'RE LOOKING AT THE 
—\( “SHARPEST” THING 
, \\ =, ON WHEELS! 


PENNSYLVANIA'S 


ALL-NEW POWER-LINE 


POWERED FOR PERFORMANCE ...AND PROFIT! 





NOW FOR THE FIRST TIME! PENNSYLVANIA PREMIUM 


PENNSYLVANIA'S 


Here they are! The all-new 1960 
models of the Pennsylvania 
POWER-LINE! As usual, PENN- 
SYLVANIA sets the standard of 
quality for industry. But now, for 
the very first time, PENNSYL- 
VANIA offers a mower to meet 
and beat competitors in all price 
ranges. Now you pay no more for 
the famous PENNSYLVANIA 
quality name! Now you can offer 
your customers the finest mowers 
made for the same prices they'd 
pay for ordinary mowers! Now 
you can sell “PENNSYLVANIA 
prestige” at popular prices! 


PENNSYLVANIA 22” Rotary Power Mower 


Model 722-1 


Sports car styled from 
finger-flick throttle to 
traction-tread tires. 
New automatic recoil 
starter is teamed with a 
rugged Briggs & Strat- 
ton 2.5 H.P. engine. 
Soft tone muffler. 
Also available — 
PENNSYLVANIA 20” Rotary 
Model 720-1 with 2 H.-P. 


pk & Stratton 
NSYLVANIA 24” Rotary 
Model 724-1 with 3 HP. 
Briggs & Stratton 


PENNSYLVANIA Deluxe 22” Rotary 
Power Mower — Model 822-1 


Aluminum alloy hood houses a 2.5 H.P. 


= 


PENNSYLVANIA en- 
gine. Features include 
a true folding handle, 
safety straight-up start- 
er with foot rest, dry 
air cleaner, lightweight 
aluminum alloy hous- 
ing, 4 cutting heights — 
spring, summer, fall, 
high-cut. 
Also available — 
Model 8223-1 (with me- 
chanical self-starter) 
PENNSYLVANIA Deluxe 20” 
Rotary—Medel 820-1 
cquinoed with 2.25 H.P. 
YLVANIA engine with 
safety straight-up starter. 
Model 1 (with me- 
chanical self-starter) 


PENNSYLVANIA 
Deluxe 21” Reel Power 
Mower — Model 4021 


Five self-sharpening 
carbon steel blades 
“barber” lawns. Protec- 
tive grass stripper 
guards against chain 
and sprocket jamming. 
Powered by 2 H.P. 
Briggs & Stratton, with 
finger-flick controls for 
smooth handling. 


Exeter 18” Reel 
Power Mower 
2 or 4 cycle engine 
Model 28182-1 (2-cycle) 
Model 28184-1 (4-cycle) 


2-cycle 2.5 H.P. Clin- 
ton, or 4-cycle 2 H.P. 
Briggs & Stratton en- 
gine. Here is a mower 
incorporating many of 
the features of Deluxe 
models at an outstand- 
ing low price. 


Great American 18” cut 
Model 2418-1 


The most popular hand- 
mower on the market. 
Long the favorite of 
professional gardeners. 
5 self-sharpening blades 
“groom” finest lawns. 
Sealed sideplates keep 
dirt and water out — 
lubrication in! 

Also available — 

Model 2416-1 (16” cut) 


ONLY PENNSYLVANIA OFFERS YOU. «+ © Top quality at every price! @ Complete line of 


nationally-advertised mowers! @ Financial responsibility of one of America’s industrial giants! ¢ Over 80 
years of proven sales-ability! ¢ Nationwide Network of service stations! © Spanking-new styling! 





PENNSYLVANIA 22” 


Self-Propelled 
Rotary Power Mower 


Model 7225-1 


Powerful 3 H.P. Briggs 
& Stratton die-cast alu- 
minum engine with 
rear-wheel drive. Fin- 
ger-flick throttle and 
clutch controls assure 
easy handling even in 
deep grass and weeds. 


QUALITY-PRICED TO MEET AND BEAT THEM ALL! 


ALL-NEW POWER-LINE 


PENNSYLVANIA Deluxe 22” Self-Propelled 


Rotary Power Mower — Model 8225-1 


Super performance — 
super sales features. A 
true folding handle for 
easy storage and trans- 
portation, NEW— 
ALL NEW — safety 
straight-up starter with 
foot rest, lightweight 
reinforced-aluminum al- 
loy housing. 3 H.P. 
PENNSYLVANIA en- 
gine, automotive-type 
power transmission. 
Alse available — 

Medel 82235-1 (with me- 

chanical self-starter) 


PENNSYLVANIA 
Trio-Rig Mowing Units 
Model 2621-W 


Three 21” heavy-duty 
mower units provide a 
total cut of over 60”. 
Wide-tread, semi-pneu- 
matic wheels “float” the 
units over light, loamy 
soils. Self-sharpening 
mower reels make quick 
work of any large lawn. 


A FREE LEAF MULCHER KIT IS FURNISHED WITH 
EVERY PENNSYLVANIA ROTARY POWER MOWER! 


Trimmer and Edger 
Model 706-1 


Gives a professional fin- 
ishing touch to any 
lawn. Trims around 
shrubs, hedges, trees. 
Edges walks, paths, 
flower beds. One tool 
does both jobs perfect- 


ly. 


~~ 


— 
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‘ 
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Penna-Lawn 16” cut 
Model 1416-1 
Carbon steel blades, 
} ball-bearing reels, 


| 
| f 


| 
I 


: sealed sideplates make 

i this a dependable year- 

after-year handmower. 

ij It offers many quality 

/ features at an attractive 
! low price. 


j 


Reelrider Deluxe 21” Riding Mower Model 4221-1 


Sports car handling, with clutch con- 
trol stick, steering column throttle, ad- 
justable bucket seat. Powered by 2.25 
H.P. Briggs & Stratton with demitone 
muffler, automatic re- 
coil starter. The ulti- 
mate in mowing com- 
fort and convenience. 


The 1960 PENNSYLVANIA POWER- 
LINE was designed by J. William Mason, 
one of America’s foremost industrial de- 


signers. 
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PENNSYLVANIA'S PROTECTIVE POLICY 
OF 2-STEP DISTRIBUTION 


Pennsylvania Power Mower, a Division of American Chain & Cable Com- 
pany, Inc., hereby reaffirms its established policy of service to the nation’s 
wholesale distributors and retail dealers. We believe that they are vital to 
a flourishing national economy, and that “2-Step Distribution” is the most 
efficient, economical and successful method of distribution possible. 


UWAIAIZAUATA 


Therefore it has been, and shall remain, our stated policy to sell Pennsy]l- 
vania Mowers only to wholesale distributors for re-sale to retail dealers. 


Pennsylvania Power Mower 
A Division of American Chain & Cable Company, Inc. 
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SDDDODODODIN 
¥ BE FIRST! 
“eA DON’T DELAY! CALL YOUR 
PENNSYLVANIA DISTRIBUTOR TODAY! 


PENNSYLVANIA POWER MOWER 


acco 


EO) A DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. $ 
== BRIDGEPORT, CONN. PLANT: EXETER, PA. . 





Printed in U.S.A. 








SUPREME PRODUCTS CORPORATION A division of A*S*R Products Corp. 2222 S. Calumet Ave. Chicago 16 
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INDUSTRY NEWS 


Beck & Gregg Announces 
Sales Campaign Winners 


WINNER oF first prize in the 
housewares sales campaign con- 
ducted by Beck & Gregg Hardware 
Co. was Shelfer & Ellinor, Inc., 
hardware dealers in Havana, Fla. 

In the sales campaign which ex- 
tended from January 1 through 
June 30, three prizes were offered 
to dealers showing the greatest im- 
provement in their housewares de- 
partment based upon pictures pre- 
sented at the beginning and end of 
the contest. 

The winning firm received 
$1,000. The second place prizc of 
$750 went to Cliett Hardware Co., 
Bainbridge, Ga., while Jim Pridgen 
Hardware Co., Griffin, Ga., won 
the third place award of $500. 

Four awards were made to Beck 
& Gregg salesmen showing the 
greatest percentage of increase in 
housewares sales over the i958 
period. 


First Prize 


First prize, a two-weeks all ex- 
pense paid trip for two to Europe, 
went to O. K. Collins, Jasper, Ga. 
The second prize, a two weeks trip 
for two to Hawaii, was won by 
Fred E. Riles, Cordele, Ga. 

K. Andrew Morrison, Waycross, 
Ga., won the third prize: a one- 
week all expense paid trip for two 
to Las Vegas. Fourth place winner, 
Amos Simpson, Dublin, Ga., was 
awarded a two-weeks expense paid 
trip for two to Miami and Havana, 
Cuba. 

Beck & Gregg officials repurted 
that business increased substan- 
tially in the 150 stores which en- 
tered the contest. 

As a result of the campaign, 
Beck & Gregg’s sales of house- 
wares are well ahead, percentage- 
wise, of the national average for 
hardware-housewares distributors, 
according to James J. Autrey, vice- 
president in charge of the house- 
wares division for the Atlanta 
firm. 

° 


Central States Hdw. Club 
Gives Entertainment Dates 





Navy Pier, September 13-16. The 
speaker will be Maurice B. Coss- 
man, vice-president, Ekco Products 
Co., Chicago. 

The Club also will hold its nine- 
teenth annual dinner party, Sun- 
day, October 4, in the Grand Ball- 
room of the Shelburne Hotel in 
Atlantic City. This dinner party 
will follow the joint cocktail party 
of the National Wholesale Hard- 
ware and the American Hardware 
Manufacturers Associations. Fol- 
lowing the dinner a stage show 
will be presented. 


(Continued from page 16) 


Both affairs will be handled by 
the entertainment committee as 
follows: R. Randy Osborn, Turn- 
buckles, Inc., president; Clifzord 
A. Mesler, Standard Screw Co., 
chairman; Ev. W. Swartwout, Min- 
nesota Mining & Manufacturing 
Co., co-chairman; James R. Mohr, 
American Steel & Wire Division. 
United States Steel Corp.; Walter 
J. Morrison, G. F. Wright Steel & 
Wire Co.; H. S. Mulholland, Behr- 
Manning Co.; and Ben Leve, secre- 
tary-treasurer. 


Southern Hardware Wholesalers 
Report Continued Sales Increase 


SALES BY hardware wholesaiers 
across the entire South continued 
their increase in July. Thus far in 
1959 sales, on the average, nave 
increased every month in the year 
over the 1958 month. 

The monthly survey conducted 
by SOUTHERN HARDWARE revealed 
that for the first seven months, 
sales by the typical Southern dis- 
tributor are an average 15.5% 
above the 1958 period. 

For July sales were up in every 
geographical region of the South, 
the heaviest average increase be- 
ing the 18.9% reported by Mid- 
South wholesalers. Sales increased 
an average of 18.7% in the South- 
east and 14% in the Southwest. 
For all Southern wholesalers, the 
average sales gain in July was 
16.9%. 


In average sales increase in the 
January-July period the Southeast 
led with a gain of 20.3%, foliowed 
by the Mid-South with 14%, and 
the 11.7% of the Southwest. 

In July the number of days’ 
business on the books averaged 
45.1. The Southeast led here with 
an average of 51.6 days. The 
Southwest average was 45.8 days, 
followed by the Mid-South with 
33.6 days. 

Inventory levels moved up once 
again in July, the Southeast again 
leading with an average upward 
climb of 20%. Inventories in- 
creased an average of 10.5% 
among Mid-South wholesalers and 
11% in the Southwest. For the en- 
tire South the July gain in inven- 
tories averaged 13.6%. 





GEOGRAPHICAL 
DIVISION 


WHOLESALE HARDWARE SALES AND INVENTORIES 


SALES 
Percent Change 


July 1959 | 7 Months ‘59 (on the Books 
from from 
July 1958 7 Month ‘58 July 


INVENTORIES 


No. Days’ Percent Change 


Business 
July 1959 


from 


July 1958 


+ 20.3 51.6 +20. 
+14. 33.6 +10.5 
+11.7 45.8 +11. 
+15.5 45.1 +13.6 


+18.7 
+18.9 
+14. 

+16.9 


SOUTHEAST 
MID-SOUTH 
SOUTHWEST 
ENTIRE SOUTH 


CENTRAL States Hardware Club 
will hold its second annual dinner 
party Monday, September 14, in 
the Grand Ballroom, La Salle 
Hotel, Chicago. This date coincides 
with the Midwest Hardware & - — 

Housewares Show to be held at the Poco ana} Sectowest tle On buen Fen)” 
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N. C., Ga., Fla.) Mid-South (Ala., 
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PERMABOND 
Assemlled 


and 
PERMABOND 3 


Keeps Handles Tight|, 
Permanently — 


) 


This revolutionary chemical weld, Permabond, you're selling satisfaction. No more returns, 

is a patented wedgeless assembly that binds Permabond is guaranteed — handle will never 

head and handle into one inseparable unit. loosen in normal use. Fayette R. Plumb, Inc. 
When you sell Permabonded hand tools Philadelphia 37, Pa. 
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HOW TO MAKE A ROLL OF FENCE 


The 
only 
fence 
line 
m that 
: see | sells 


RED BRAND Jc , al; 
mes 07 sight 
Sank ih 
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How? By painting the top wire of each roll a bright, bright red. Keystone has 
been doing this for years with one thought in mind—to let everyone know the 
best fence on sight. That’s just what this special trademark does. It booms out 
RED BRAND for all to hear and see. 

You get faster turnover because your customers know all about Red Brand. 
They’ve read about this easy-to-handle fence in farm publications; they’ve heard 
about it over farm radio and television . . . and they’ve used it for years. Farmers 
know Red Brand lasts longer because it’s made of the finest copper-bearing wire, 
especially Galvannealed® to resist rust. 

There’s no question about Red Brand’s popularity. It’s the number one choice 
in the top six corn-producing states. Red Brand barbed wire with the Galvannealed 
red barbs and Red Top” steel fence posts have equal wide-spread acceptance. 

Why sell less when you can sell more of the best? It will pay to stock up on 
Red Brand products today. 





KEYSTONE STEEL & WIRE COMPANY °* PEORIA 7, ILLINOIS 


Red Brand Fence @ Red Brand Barbed Wire @ Red Top Steel Posts @ Nails e 
Baler Wire @ Non-Climbable Fence @ Keyline® Poultry Netting @ Gates 
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DOUBLE BIT ‘ 
SINGLE BIT 


SINGLE BIT 


DOUBLE BIT 


ONLY KELLY IS THE McCoy 


And for any other axe need, the best source is your 
True Temper wholesaler, home of the one-and-only 
genuine article, the Kelly axe. No blarney. 

True Temper, 1623 Euclid Ave., Cleveland 15, Ohio. 


You’ve seen it. Customers get their Irish up if you’re 
out of genuine Kelly axes. Even customers named 
Johanson or Lundborg. (Especially customers named 
Johanson or Lundborg.) 

Simple solution: Keep famous Kelly axes in stock and 
up front. The Kelly Perfect is the finest of the finest. TRUE TEMPER 


The Kelly Woodslasher is the best axe value going. 
your basic line... your money line 


26 For more information use Handy Return Card, Page 77 SOUTHERN HARDWARE for September, 1959 
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OxCO FLOOR SWEEP — 
MERCHANDISER NO. 1 ir, 

DISPLAYS, STOCKS. 1 
AND SELLS $81.18 TT 








WORTH OF SWEEPS IN 


JUST 2.3 SQ. FEET 


Meine T) 8 DISPLAYS AND 
P ; STOCKS SWEEPS 
FOR EVERY 
NEED 


Oxco’s sturdy floor sweep display takes 
up less space than a stout sales clerk, 
and sells sweeps on sight! The best 
sellers in sweeps are displayed right out 
in front, extra stock stores behind 
them. And on the bright top sign is the 
Oxco-developed use table that recom- 
mends the right sweep for the job... 
assures customer satisfaction. 


IT’S FREE! 


This practical Oxco unit works for you 
for nothing! It’s yours free when you 
order your Oxco Floor Sweep Display 
No. 1. You get 18 of the most popular 
Oxco sweeps, matching handles and free 
stand in one shipping container. See your 


Jobber now for prices and full details. 
USES ONLY 


242" x 
13%” AREA 


OX FIBRE BRUSH COMPANY, INC. 
Lelablahed /: 


PRemeRicn SSF maatianoe 
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Now is the time 
to stock 


ART. 514 


PARCEL POST TWINE 


FAST SELLING ITEMS! 


Parcel Post Twine is one of our leading items. Our 12 ply, 
27 |b. test is an original feature as is our bleached white 
Art. 537-B which is a MIKE exclusive. 


Art. 514—12 ply 
Natural, 80 ft. cored ball, 
27 |b. test 


Art. 537—12 ply, 
250 ft. cored ball, 27 ib. 
test. 


Art. 537-B—10 ply be ART. 537 
Bleached, 250 ft. cored ait \ 
ball, 24 Ib. test 


Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


2 
csraousneo evs GleVeland Mills Company LAWNDALE, N. C2 


Marietta, Minn. ©3104 Gaston Ave., Dallas 26, Texas © Waynetown, Ind. 


14346 Bessemer St., Van Nuys, Cal. 
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National Hardware Show 
Booths 170-172 


“Averaging $2 net profit per day, ovr FRITRERID 535 paid for itself in 7 months.” 


SSSSSSSSSSSSSSSSSESESSSSSSSSSSSSSSSSSSSSSSESESHEEESHEHESEESESEESEEESEHESESEEEEH SG, 
° . 


“Our Fei Geen 535 Threading Machine 
helped sell *10,000 of ‘big ticket’ items... helped 
make a *4,000 Pipe Service profit last year!” 


* 
MITTILIITI IIIs eeeee eee 


“We figure that 60% of our business, 90% of which 
is done with homeowners, comes from the sale of 
fittings and threaded pipe,”’ states A. K. Peterson, 
owner-manager of Crowley Hardware, Taylor, Mich- 
igan. ‘““We use the prices suggested by N.R.H.A. 
and feel they work out well. Last year, our ad- 
vertised pipe service directly led to the sale of 6 
water heaters, 12 Duro tubs and 25 sump pumps, 
worth nearly $10,000 at wholesale prices. 


“We've operated this department for the last 7 
years at a $4,000 average annual profit. We’ve 
always used a RIGA0D Threading Machine, and 
it’s played a big part in building our profits. Because 
we used our old RITA01D 500 so much, we bought 


A. K. Peterson 

a new RRITAID 535 this year, selling our old one to 
a dealer looking for a good used machine. Now 
both of us are happy. 


“Our pipe service department is now one of our 
most profitable, and our RITA0D Pipe Threading 
Machines have been largely responsible for this 
department’s sales growth . . . we'll vouch for that.” 


Interested in building your pipe service department profits? 
Then order a RIGID 535 from your Wholesaler today! 
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ALL BRONZE IMPELLER, VENTURI AND NOZZLE 





ttt tt 






IF IT’S GOOD...DURO’S GOT IT! 


EG GD > Gr €3 








YOUR CHOICE 
HORIZONTAL OR 
VERTICAL... 


Take your choice. Duro 
gives you both horizontal 
and vertical tank ar- 
rangements at the same 
low, low price. 


SHALLOW WELL WATER SYSTEMS 





WHOLESALERS: Write, wire, or telephone for deta:ls about the 
; new Jet-Ace and the complete Duro line. Territories now open — ' - 
j DEALERS: Take advantage of the industry's hottest item. Write 

r details and name of nearest distr: Dutor 


INDUSTRY NEWS 


Allison-Erwin Co. Holds 
Annual! Housewares Show 


! THE ALLISON-ERWIN Co. is hold- 
ing its second annual Hardware- 
Housewares Merchandise Dealer 
Show September 1-3 in the Char- 
lotte, N. C., showrooms and offices. 
Representation includes more than 
100 manufacturers. 

Show hours are from 9:30 a.m. 
to 9:00 p.m. on Tuesday and 


Wednesday, September 1 and 2; 
and from 9:30 a.m. to 4:30 p.m. 
the last day, Thursday, September 
3 


Numerous attendance and bcoth 
prizes are to be awarded dealer 
personnel. 


* 


Amarillo Hardware Co. 
to Hold Merchandise Mart 


THe AMARILLO Hardware Co., 
wholesale organization in Amaril- 
lo, Texas, will hold its second An- 
nual Merchandise Market Septem- 
ber 13 and 14. Over 50 factories 
will participate with their repre- 
sentatives manning the booths 
showing new merchandise. 

Barbecue will be served to the 
hundreds of dealers and buyers 
expected to attend. 


+ 


Airex Acquires World 
Wide Sporting Goods Co. 


Atrex Corp., division of The 
Lionel Corp., has acquired World 
Wide Sporting Goods Co. of Chi- 
cago, Ill., manufacturers of Hall 
of Fame baseball gloves. William 
Barnett, president of World Wide, 
will be associated with Airex in 
an executive capacity, according to 
the announcement. 


& 


Fireplace Equipment 
Institute Is Formed 


FORMATION of the Institute of 
Fireplace Equipment Manufactur- 
ers in a recent industry meeting in 
Atlantic City, N. J., is announced 
by William E. Smith, account ex- 
ecutive, Byrne Marcellus Co., ex- 
ecutive director of the new Insti- 
tute. Headquarters are at 332 
South Michigan Ave., Chicago 4, 
Il. 


32 





(Continued from page 22) 


New Home of Reynolds Aluminum Supply Co. 


A new three-story 15,750 square foot office building for Reynolds Aluminum 

Supply Co. will be located at West Peachtree and Fourth Streets in Atianta, Ga. 

Construction is now underway and current plans call for a November occupancy. 

The firm, headed by Paul H. Fox as president, has 10 warehouses and three 
manufacturing plants in the Southeast. 


PPPPPPPPP PPB LL AL AL AL AL AL AL AL AL LAL ALA AAAI 


CONVENTION DATES 


a i te tt tt tied 


American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardware Assn., Oct. 4-7, 
Atlantic City, N. J. Headquarters: 
Dennis and Shelburne hotels. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17. Thomas 
A. Fernley, Jr.. NWHA, managing 
director, 1900 Arch St., Philadelphia 
3, Pa. 


National Hardware Show, Sept. 28- 
Oct. 2, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, director. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn. 
Oct. 4-7, Atlantic City, N. J. Head- 
quarters: Dennis and Shelburne 
hotels. Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Allison-Erwin Co. second annual Hard- 
ware-Housewares Merchandise Show 
September 1-3 in Charlotte, N. C. 
showrooms, J. C. Erwin, president. 


Amarillo Hardware Co., second an- 
nual Merchandise Market, September 
13-14, at company headquarters in 
Amarillo. R. C. Neely, Jr., president. 


Mid-America Lawn, Garden & Outdoor 
Living Show. at International Amphi- 
theatre, Chicago, Oct. 8-10, 1959. 
Frank M. Yeager, Director, Suite 
1103, 331 Madison Ave., New York, 
) 2 


Midwest Hardware & Housewares 
Show. Second annual exhibit at Navy 
Pier, Chicago, Sept. 13-16, 1959. 
Sponsored by Illinois, Indiana, Mich- 
igan and Wisconsin Associations. 
Walter M. Bocher, Show Manager, 
1451 Merchandise Mart, Chicago 54, 
Ill. 


Beck & Gregg Hardware Company. 
Fifth annual fall merchandise show 
at Atlanta Biltmore Hotel, September 
6-9, 1959. William A. Parker, Jr., Vice 
President and General Manager, P. 
O. Box 984, 217 Luckie St., Atlanta 
1, Ga. 
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THIS BASIC TOOL BUILDS PROFITABLE SALES 


»= Preferred by 
Do-It-Yourself 
and Industry for 
1001 NAILING Jobs 














Long recognized as one of the most de- 

pendable tools for those heavy duty 

fastening jobs in home and industry .. . 

it’s the one tool you can depend on to sell 

itself and promote the sale of related 

items, too! Display and demonstrate this 

handy staple gun for the faster, easier 

and better application of insulation, ceiling 

tile, wire mesh, screening and other “do- 

MODEL NO it-yourself” building materials. You'll be 

T-50 amazed at how easy it is to ring up 

ONLY multiple sales! Join the many retailers 

$150 who build steady, year ‘round sales 
around the Arrow T-50 Gun Tacker!l 


It’s Easy to Sell Handy ARROW T-50 ATTACHMENTS — 
They Go Together with the Sale of ARROW TACKERS! 


Lis 


Nearly everyone who buys an Arrow Gun 
Tacker is a customer for these handy, 


interchangeable slip-on attachments and — > |. | — 


. ao waoow © 


staple lifter. To invite easy self-service || a 
sales . . . Arrow offers them individually 4 = LIFT 4 
pre-packaged on colorful, skin-packed, 


; ” Pe nt ; 
pilfer-proof display cards. Stock and sell \ | i= Ff axa | J) 


them for extra profits! 


Suggest Your Customer Take Home an ARROW T-50MP Multi- 
Purpose KIT. Makes an Ideal Christmas Gift for Home 
Craftsmen and Hobbyists! 


Created by popular demand. . . the Arrow T-5OMP 
SHOOTS A STAPLE . >» J Multi-Purpose Kit is designed to meet the everyday 
S fastening needs of a fast-growing do-it-yourself 
market! Complete with T-50 Gun Tacker, Multi- 
Staple Pak, Wire Attachment, Window Shade Attach- 
ment, Screen Attachment and Staple Lifter .. . 
this handy kit offers dealers a terrific sales and 
profit potential! 


PRICE 
$100 





SPECIAL 
If each item sold individually #RSMisiia: 


Retail Value $19.50 +] 7* 


REMEMBER . . . THE MORE TACKERS For Best Results in Applying Ceiling Tile... BACKED BY HEAVY 
YOU SELL. . . THE MORE Recommend that Your Customers Use NATIONAL ADVERTISING 
REPEAT STAPLE BUSINESS YOU'LL REAP! ARROW’S CEILIILE” STAPLES! SUPPORT IN LEADING 
With the initial sale of an Arrow Tacker, your (For use in T-50 Gun Tacker) CONSUMER MAGAZINES! 
profits have only just begun . . . because tackers § Designed especially for fastening ceiling tile — 
shoot staples faster than rifles shoot bullets! -Your § CEILTILE staples guarantee freedom from hidden 
really BIG money comes pouring in from the repeat § fractures. Unique leg design locks into wood, 
sales of staples. For example, sell 500 tackers this § drives flush, holds tight! 
year and you'll sell 5000 boxes of staples. Sell 500 Tested and Approved by Major Ceiling Tile 
tackers again next year and you'll sell 10,000 Manufacturers: 
boxes of staples. That's how staple sales automati- " Us 
cally multiply year after year, with no effort on JM S ee aaa 


your part! 











and other \eading manutacturers 








) PRROW FRSTENER COMPANY. INC. 


One Junius Street, Brooklyn 12, N. Y. 
Pioneers and Pacesetters for Over a Quarter Century 





ADS 
EATURE THE 
FAMOUS DAISY 
PUMP GUN! 


This fall and Christmas 

Daisy is featuring Model 

25 Pump Gun in 33 

MILLION Comic Books, 

Boys’ Life, Scouting 

Magazine COLORED 

PAGE ADS! Models 88, 

94, 99, 110 (and 177 

pistol) also shown. 

the NEW DAISY Stock the entire 


Daisy Air Rifle Line 


TARGET SPECIAL BB RIFLE! now—old and 


> Super-accurate. “Designed” by Camp new models— 
the NEW DAISY ~ Perry experts! “Big gun’’ features all fast-sellers! 
JR. AIR FORCE include hooded front sight and 4 Send coupon 

. aperture discs—a wooden beaver- \'h Son Weee 


ROCKET COMMAND ta cee suucezen an adjust. WRWAS Dealer Helps! 
AIR RIFLE 3 : 


able wooden stock—an ad- 
Named in honor of U.S. SS justable top grain leather NO.19 10 0025 
Air Force! Pure white stock ing with a real adjust- 
and forearm. “Air Force Blue”’ e rear peep sight! 
metal parts. “Space jet” design Gun 36 }4”. 850-shot. 
on jacket; “Rocket Command” dec- : a7 
oration on stock in red, white, : 
blue. Gun 32’; 750-shot type. 
Adjustable red 
gun sling. NO.19.10 O10 


a 


AND \& 
DAISY BULLS @EYE 
BB TARGET PISTOL 


150-shot repeater RETAILS 
shoots standard BBs 

accurately at 9’ range! 

Fast-loader. Adjustable combination i 
and-open rear sight. All steel. Full 10% 


r DAISY MANUFACTURING COMPANY — 
AD MATS 
““DAISY-GE 
FOR DEA 


DAISY M 
DEPT. 


SINCE 














DIAMALLOY 


“There is nothing finer than a DIAMOND® 


The DIAMOND and DIAMALLOY trade-marks 
assure the user lifetime service satisfaction 

in wrenches, pliers and snips. The finest tools have 
these trade-marks... 


Sold by 
7 . eae 
<> sd Leading Distributors 


Manufacturers of fine forgings for over fifty years! 


DIAMOND TOOL and /0/'SShoeQ, 


DULUTH, MINNESOTA « TORONTO, ONTARIO 








Empire 
Brushes 
outse 


others 


Contact Emanuel Gantz, 

Sales Manager, for actual proof 
of how you can increase 

your profits with E-mpire’s 

new brush program !/ 


number one 
soleil brush maker 
: Empire Brushes, Inc. 
Port Chester, New York 
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An army of 20,000,000 hunters due to spend over | billion dollars 


this year are heading for stores like yours. Plan now to get your share! 





a 


i 


ASK FOR | 


THE WORLD'S FINEST 


LINE OF SPORTING RIFLES 


AND AMMUNTTION 


With a barrage of full color Winchester-Western 


advertisements to help them, millions of 
hunters will be planning for Opening Day 
long before the first leaves begin to turn. 


And that means they'll be heading for your store 


for equipment 


How much of this tremendous purchasing 
potential turns into cash in the till is pretty 
much up to you. A man with his mind made 
up doesn’t want to wait for the model and 
caliber he needs. Can’t wait for you to or- 
der ammunition he wants to sight in with, 


right away. 


REMEMBER THIS. The Fall of 1959 promises 
to be one of the most prosperous this country has ever 
seen. And, in prosperous times, customers want quality 
above all else. That fact alone makes this a Winchester- 
Western year. At Winchester-Western the emphasis 
has always been on quality—first and last. Winchesters 
look better, feel better. They shoot better and are 
more dependable because they are just plain made and 
finished more carefully. Make the great Winchester- 
Western quality tradition pay off for you by selling 
quality in this quality-minded year. Everyone shoots 
better with a Winchester—make that point clear. 


Another thing. Whether he’s after chucks or charging 
lions, you can supply your customer with a Winchester 
in precisely the caliber best suited to his needs. The 
popular Winchester Model 70, for example, the most 
accurate center fire rifle made, is chambered in 220 
Swilt, 243 Winchester, 270 Winchester, 30-06 Spring- 


willing and wanting to buy. 


field, 308 Winchester, 300 H & H Magnum, 375 H & H 
Magnum and 458 Winchester Magnum —as well as the 
amazing new 338 Winchester Magnum. If your 
customer prefers a lever action, sell the short-throw 
Winchester Model 88, now available in 243 Winchester, 
308 Winchester and 358 Winchester Magnum, or that 
constant favorite, the famous Winchester Model 94 
chambered for the 30-30 Winchester or 32 Winchester 
Special—over 2,000,000 of ‘em are now in use. 


YOU HAVE BIG NEWS TO TALK ABOUT 
True to the long standing Winchester policy of concen- 
trating on solving basic hunting problems, Winchester- 
Western has just introduced two great new cartridges 
—new loads that have brought on a flood of comment 
and nationwide hunter interest. 

338 WINCHESTER MAGNUM 


iv¢ 


i ZOO ge 


in 
load packs Hl 


1 200 yard mid-range 
inches. Either the 200 grain Power Po 
Silvertip bullets will plow through ever 


brush without deflection 











tee - 
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Offering as complete a line in ammunition as it does 
in rifles, Winchester-Western gives your customers the 
finest in quality-made ammunition. Winchester and 
Western ammunition is available in weights, calibers 
and bullet types for taking game under all possible 
conditions. There's: 


SILVER TIP for controlled, delayed expansion. 
The silver colored jacket protects the point from de- 
forming in the magazine or in loading, then prevents 
expansion until the bullet has penetrated past the hide. 
Then, right in the vitals, the bullet mushrooms to twice 
its normal size, delivering tremendous shocking power. 


Deen... 
a rae " 
“4 ne 


SOFT POIN] especially designed for taking 
thinner skinned game at all hunting ranges. Bullet 
expands just after contact puts full power exactly 


where it’s needed 


FULL METAL CASE bullets 


surrounded by metal for deepest penetration on the 


completely 


heaviest game, and minimum pelt destruction on fur 
bearing animals. 


PLIST ICR 








THE Y LL ASK 
FOR LH FINEST 
IN LIGHTWEIGHT 


SHOTGUNS AND 
PLAND AMMUNITION 


The demand for lightweight shotguns for upland hunting has increased with the years. However, weight reduction 





while retaining strength, durability and complete dependability presented enormous problems. Not until the 
development of the new Models 50 and 12 Featherweights was the American hunter able to buy a lightweight 
shotgun that could both dish it out, and take it, too. 

Let your customers handle the Model 50 Featherweight. It weighs less than any other semi-automatic made in 
this country, yet is built to last through a lifetime of hard use. The remarkable aluminum alloy used in Featherweight 


receivers far surpasses the round life of the receivers used on many competitive all steel shotguns. No timewasting 


adjustments are required when changing from light to heavy loads, and barrels can be interchanged instantly 


There is no power loss from bleeding pressure from behind the shot column 


The Model 12 Featherweight pump is fast becoming a popular companion to the standard Model 12, 


Perfect Repeater.” Barrel, receiver and working parts are of chrome molybdenum steel — yet the 





Featherweight weighs less than three boxes of shells averages about 6% pounds. Amazingly, this engineering 


triumph does not sell at a premium price 


Today, with customers buying more and more lightweight hunting boots and clothing, keep a full stock ol 


lightweight shotguns. As in any other rifle or shotgun, the finest lightweight shotgun your customer can buy 


carries the Winchester name. 


The dependability of Winchester and Western field 


loads — with the exclusive Super Seal gas chamber Wi Morn 


— make Winchester Ranger and Western Xpert » SHOCU 


shells the accepted standard for upland shooting ~ 
SHOTGUN SHELLS 


. ; : SUPER-SEAL CRIMP 
Winchester Ranger and Western Xpert 12, 16 and WEATHERPROOF TUBE 


It makes good sense for you to keep a good supply of 


Stat Cur wad 
SOS\vVE FRimere 


20 gauge loads in all popular snot sizes. They move! = 
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WAN Dox WEATHER 


WINCHESTER RELIABILITY PLUS 
THE LONG RANGE POWER OF 
WINCHESTER AND WESTERN DUCK LOADS 


When a wary old Mallard flashes past the outermost 
decoys with his throttle wide open, there’s nothing 
like a sweet swinging Winchester to put him down for 
keeps. The unique pointing and handling character- 
istics that have made Winchester a favorite in the field, 


are just as appreciated in the duck blind. Here the 
over-all quality and complete dependability built into 


every Winchester frequently make a difference in the 
number of birds taken home. The non-recoiling barrel 
of the Winchester Model 50 semi-automatic helps the 
customer get on the second bird of that clean “double” 
faster, while many others will swear that the lightning 
fast pump action of their Model 12's helps them bring 
home the limit. 





Western Super-X and Winchester Super Speed shotgun shells, 


with the exclusive Super Seal gas chamber, are expressly loaded 


to give maximum effect at all hunting ranges. The original long- 
range loads with the short shot string, they give denser, more 
perfect patterns—more birds taken home. 


Where maximum knock-down power is demanded, suggest 
either Western Super-X or Winchester Super Speed 2% 
Magnum shells. Today’s new 2%” Magnum in 12 gauge packs 
a full 1% ounces of shot — only % of an ounce less than the 
heaviest 3” Magnum 12 gauge load. Where ducks must be taken 
at extreme hunting ranges, Western Lubaloy (copperized) shot 
is just the ticket—gives denser patterns and absolute maximu 


knockdown pt wer ‘way out there. 


Winchester Model 50 


aA 
WINCHESTER 
= 


SHOTOUN SHELLS 


SHOTGUN SHELLS 








- 
aN BUNDLE THIS WILL BE 


THE MOST SUCCESSFUL YEAR YOU EVER HAD 


GETTING UP—THE EXCITING IN-STORE 


MATERIAL IN THE BIG, BRAND N k;W 
WINCHESTER Ueslern 


Outdoor ES WRITE NOW, RIGHT NOW 


New Haven 4, Connecticut 


Life sports Winchester-Western Division, Olin Mathieson Chemical Corp. 


f ILLUSTRATED 
— ' Dear Sirs: 
SPORTS AFIELD Please send me the new Winchester-Western Fall Display Kit. 
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FINE QUALITY TOOLS: 


at Low Popular Prices? 


fe, mao anc by World's Largest Producer of Hand Tools, with 
; Leadership in Fine Tool Engineering. 


QUALITY THROUGH AND THROUGH. Up-to-the-minute Designs... 
Alloy Steel... Precision Manufacture . . . Superb Finish. 


PRICED FOR VOLUME SALES at a substantial profit for 
you on today’s competitive market. Nationally Ad- 


UNCONDITIONAL FACTORY GUARANTEE covers Ma- 
terials, Performance and Workmanship. 


POY HERE tes tae (80h 8 Se 
eidinel Wey eae reey: rosls ts Eke ones: 

service Floor and ‘Counter “Merchandisers. 
“Wall-ettes” (illustrated). 


_ Ask for CATALOG and PRICES today! 


Alse receive Full-color Literature 
on 3 New fast-selling “Wall-otte’’ 
Self-service Assortments (at lef?) 
featuring Sockets & Attachments, 
Pliers, Wrenches, Screwdrivers, 
Punches, Chisels, Complete Socket 
Sets in Tool Boxes, ete. CONTACT 
YOUR JOBBER . . or write address 








tb Ah a) 8) 


- le | 


‘ a nite lend ger Division ~ i 2 mas 

N nN. 

PENENS TOOL CORPORATION © SCHILLER PARK, ILLINOIS ' ONTARIO 
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Find it Faster, Sell it Faster 


»»» WITH NATIONAL'S PICTO-GRAPHIC CARTON LABELS 


Your clerks will close sales faster—with greater customer satisfaction—when 
your shelves are stocked with those blue-labelled National boxes. No fumbling, 
no guessing what’s inside each box . . . it’s all right there on the Picto-Graphic 

E ; ; WRITE FOR 
label—what item, what size, what finish. One more reason why the big-volume eRES CATALOG 
dealers are swinging to National of Sterling. TODAY 


NATIONAL MANUFACTURING CO. 
17909 First Ave. Sterling, Illinois 
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... at the New York Hardware Show, 
Sept. 28 - Oct. 2, Coliseum Booths 
1007-8, ask the men in the Ariens 
orange coats for the sales and profit 
facts about 


GARD-N-YARD. i Pa 


TOOLS 


SOLD ONLY BY SELECTED INDEPENDENT DEALERS 


New Eye-Catching Fy Choice of Two 
Colors! , Heavy Duty Models! 


New, Exclusive 
Optional 
Reverse Drive 


Ariens Jet Rotary Tiller Designed Ariens Yardster With 2-Speed Wheel © Ariens Trans-A-Matic For Heavy 
For Just Easy Tilling. Drive; Interchangeable Attachments | Duty Tilling; Non-Slip Differential 








Don’t “sign up” for any tillers or riding mowers until you see why 

Ariens GARD-N-YARD tools, backed by over 30 years’ manufacturing 

experience, have no equal for engineering, construction, dependability 
. and value. Be sure to see: 

ARIENS JET — designed for Just Easy Tilling. 3 h.p. engine. Tills 8” to 

20” wide. Fingertip controls. Optional reverse drive. 

ARIENS YARDSTER —2%h.p. 2-speed wheel drive tiller with multi- 

purpose interchangeable attachments. 

ARIENS TRANS-A-MATIC —9.0 h.p. or 16.5 h.p. heavy duty tillers 

with non-slip differential. 20” or 28” tilling widths. For commercial 

or rental operation. 

ARIENS IMPERIAL — rotary or reel riding mower with Insta-Hitch attach- 

; ; ’ ments. Exclusive, non-scalping, Flex-N-Float cutting action. 4% h.p. or 

pr whe alleen - | 5% hp. engine — optional electric starting. Outperforms every riding 

mower on the market today! See it! 


And, if you can't visit Ariens booth, 
write today for the name of your nearest Ariens distributor. 


Arian COMPANY + 223 CALUMET STREET - BRILLION, WISCONSIN 


47 





Versatile Riding Mower on the 3 
Market Today — Bar None/l ' 
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TOUGH YET FLEXIBLE...FOR 








REPUBLIC 


“HINGE JOINT" 


Southern Fence 


Easy-to-bend, ductile steel wire plus the hinge joint 
feature make Republic Southern Fence simple to 
erect, especially over hills and valleys. These features 
save more than temper and muscle. They save valu- 
able time and prolong the useful life of the fence. 


Ask your fence customers to wrap or splice a piece 
of this fence wire . . . let them prove to themselves 
how easy it is to work. This is because of its ductility, 
a property of this special steel wire . . . never too 
stiff or too springy. 


Explain to your customers the extra-long-life cor- 
rosion protection that the uniform and heavy zinc 
coating gives to Republic Southern Fence. Tell them 


about the years of extra rust-free service they can 
expect. Point out the individual warranty tag on 
every roll of Republic Southern Fence. This tag 
shows that it meets the requirements of Simplified 
Practice Recommendation R-9-47, approved by the 
U. S. Department of Commerce— National Bureau 
of Standards; also ASTM Specification on fencing 
and barbed wire, Type I. 


Here’s a quality fence, made in the South for 
southern requirements and weather. Available in 
all standard styles for fencing hogs, cattle, sheep, 
horses, and poultry. Order your spring stock of 
Republic Southern Fence today! 


Call your Republic Representative ...or mail coupon at lower right 


OTHER REPUBLIC 
PRODUCTS FOR 
SOUTHERN FARMS 
AND HOMES 


Precision Wound” Baler Wire 
for automatic balers. 


BLUE RIDGE Sheets match tightly and 
easily with any standard V-crimp 
or V-drain type roofing. 


| 
IT \K« 
(@ AY 


Galvanized barbed wire in 
all popular styles. 


A wide range of wire 
nails to fit any require- 
ment on the farm. 


Bolts and nuts in all sizes and 


Flexible plastic pipe for 
types, ideal for farm use. 


pumps, water lines, live- 
stock waterers. 
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GENERAL OFFICES—- CLEVELAND 1, OHIO 





REPUBLIC STEEL CORPORATION 
DEPT. SH-7360-R8 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send me information on: 
0) Woven Wire Fence OO BLUE RIDGE Roofing 
O Baler Wire O) Plastic Pipe 


() 13% Gage High Strength O Nails 
Bar Wire C) Bolts and Nuts 


Nam Title 
Company 


Addres 


SOUTHERN PLANT--GADSDEN, ALABAMA + 
SS ————EE 
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NOW! each EVANS POCKET TAPE 
comes packaged in 


\ 5 
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PAK ” 


THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 


“HOLSTER-PAK”, the greatest merchandising ad- 
vancement in packaging of the decade, is the perfect 
blend of product, package, promotion, and utility. This 
sturdy leatherette tape-holster clips on the belt and 
keeps the tape handy on the job at all times, Your 
customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegb@afd, and to stand on the 
counter, too. It has action,.,it has sound... it has 
SELL! Ask your jobber abowt it! 


HOLSTER BS 


Fin » HOLSTER- -PAK 


inh BELT CLIP 





“— 
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NATIONAL HARDWARE SHOW 


ZZ VISIT OUR BOOTH #76 AT THE 
¢ J RULE C0. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
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EVERY GARDENER A YUBA CHORE (MASTER PROSPECT 


EXAGGERATION? POSITIVELY NOT! 


They're prospects because labor saving is moving outdoors! Because 
the power tiller and riding mower are to gardening what electric 
appliances are to housekeeping. And the profit potential is tremendous! 
With CHOREMASTER you can count every gardener as a 
prospect because the CHOREMASTER line is built with 
every gardener in mind . . . from small plot owner 
to acreage agriculturist. CHOREMASTER sales 
are easy .. . really competitive prices, 
tremendous manufacturer support! 


Built by YUBA 
World's Largest 
Tiller Manufacturer 


COMPLETE CUSTOMER ACCEPTANCE More than half 
the tillers now in use are YUBA manufactured. You . 
can’t beat that for customer acceptance . . . and it ; Pe * + 
couldn’t have been done without superior quality! Sports Car" Rider gives small lot agility, big job 
stamina. Similar mowers @ost up to twice as much! 
MOST COMPLETE LINE 
Makes et ery gardener a good prospect. SPECTACULAR PROMOTION CHoneMASTER will be seen 
: by more than 90 million readers of national ages 
Heavy Duty Tiller built for serious amateurs and pro- zines and millions more in key city newspapers. 
fessional gardeners. Most popular tiller model at a Most liberal co-op advertising plan ever. 


popular price. einiet 

: FABULOUS DOLLAR DERBY Opportunities galore to win 
33° Commercial Tiller exceeds commercial gardener trips to Kentucky Derby or many other big prizes! 
specifications. Extra rugged . . . low priced. No obligation to buy! Any dealer may enter by 
4.5 H.P. engine. letting distributor salesman tell him the Dollar 
Special Tiller designed to make the average gardener Derby story. Just write “$ Derby” on your letter- 
tiller conscious. Budget priced. head and mail today to Dept. CSH-9. 


ree Manufacturers of World-famous SHOPSMITH Mark 5 


THE NATIONAL HARDWARE SHOW 
Now York Coliseum . . 


September 28 — October 2 
Cheremestor Seoth lie. 708 800 EVANS ST., CINCINNATI 4, OHIO 


Shopsmith / Magno Booth No. 14 A Subsidiory of 


YUBA CONSOLIDATED INDUSTRIES, INC. 
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SHOPMATE 


., FOR THE FIRST TIME 
ts Ses IN HISTORY, 

4 ATTACHMENTS BECOME 
~~ iss "th 22 COMPLETELY INTEGRATED UNITS 


A Fg at the twist of @ wrist! 


TWIST-LOCK ATTACHMENTS WORK WITH SHOPMATE SD-2500 OR 740-CG DRILLS 














~ Model TLH-26 a 
~ Twist-Lock Hori- 
rontal Drill Stand. 


“a 






_ - we ~~ - 
<1 ee ene . 
= : 
Model eter Twist-Lock Sug. retoil ~, 


Jig Saw bevels to 45°, easily a ha NN 
cuts 2 x 4's! > 

Model TLic- its 
Twist-Lock 5! 
Rotery Saw wi th 
full 2 x 4 cutting 


Model TLV-27 Twist- 

Lock Vertical Drill 

oo » « « One of the 
ever produced 


Sug. retail 


dW ab 





i ih 
~ 
ATT TT 


Model TLT-13 Twist- 
Lock Power Trimmer 
with 13° Swedish Blue 
Steel Cutter Bar 


2 lsnaen 


ed 
A 
“ 
2 
- 
° 
¢ 
9 
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TWNST-LOCK 
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TWIST-LOCK Potent Applied fe 


Shopmate wist-Lock 5 Circy 
lar Sow being attached to Model 
740 CG [ ! All 740CG 
Drills accept Twist-lLock Attach 
ents except de models with 
serial numbers 95A. 958. 95 


95. 9S5E and 9SF 


NO KEYS! NO STRAPS! NO BOLTS! NO THREADED FITTINGS! 


JUST A QUARTER TURN LOCKS EACH ATTACHMENT IN PLACE! 


At last the problem of attaching attachments has been solved! 
Price-wise, style-wise and sales-wise, these new Shopmate 


Twist-Lock Drill Attachments were specially engineered to 
work together with Shopmate 740CG ($18.88) and SD-2500 


Twist-Lock Attachments are the finest on the market. Ordinary ($19.88) Drills! And a separate Twist-Lock Adaptor comes with 


attachments just don’t compare! 


every single Attachment. 


Take the low $9.95 suggested retail prices on the Twist-Lock You'll have to see the terrific new Twist-Lock Attachments in 
Jig Saw, Sander and Rotary Saw Attachments for example. person to realize how exceptional they look and perform. When 
They're far lower than other so called easy-fastening attachments. you do, you'll see why their revolutionary new design makes all 

So much lower that you can sell these remarkable attachments, other attachments look far inferior by comparison! And you'll see 
including the Drill, Jig Saw, Oscillating Sander, Rotary Saw, why Twist-Lock will open up new profit opportunities for you! 
Horizontal Drill Stand, Power Trimmer—-six tools for less than Write for information including prices, on this hottest of all 
the price of just four tools of another leading make. attachment packages today! 


PORTABLE ELECTRIC TOOLS, INC., 320 West 83rd Street, Chicago 20, Illinois 


MEET US AT THE 


in CANADA; 452 Birchmount Road * Toronto 13, Ontario 


ANOTHER SHOPMATE BONUS... 
FREE PERMANENT DISPLAY UNIT! 


The finest attachment display you've 
ever seen. Made of durable tempered 
masonite with full piano hinge 
construction. Attractively finished in 

4 colors to sell on sight! 


Model ADS-37 











SHOPMATE 


Weatherby, Seles Moneger SH-99 
Portable Electric Tools, inc 
320 West 83rd St., Chicege 20, Mlinois 
Yes, send me information, including prices, on the revolutionery 
new Shopmate Twist-Lock! 


NAME___ 
FIRM NAME. 
ADDRESS 


city 
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0 WAVE SPRINKLER BUY! 


~, 
™ => 
Medel 2-5-1 
—~ 
> . 
. Nw 


¥ 


Model J-1 Medel J-1 


HERE'S YOUR NO. 49 PROFIT- PAC: 


LIST PRICE 
For a limited time only, your opportunity to make a 1 —-Only MODEL 2-S-1 WAVE SPRINKLER $13.95 
BIG 49% PROFIT with Sherman’s Wave Sprinkler 1-Only MODEL M-1 WAVE SPRINKLER 10.95 
Buy for 1960! 2-Only Model J-1 WAVE SPRINKLERS 
@ $8.95 ea. 17.90 
7" ac Your selling Price on Waves 12.80 
above and get FREE: FREE — 1 only MODEL 900-1 JET STREAM 
1-NEW MODEL 900-1 JET STREAM Impulse Type Sprinkler 5.95 

Impulse Type Sprinkler FREE — 5 Only MODEL 39-C SHERMAN 


5-NEW MODEL 39-C SHERMAN HOSE SHUT-OFF @ $1.39 ea. _ 6.95 
HOSE SHUT-OFF Your Selling Price — Entire Package $55.70 
YOUR COST $28.53 


Order from your JOBBER TODAY! Your GIANT 49% PROFIT 127.17 


See us in Booth 771 at the National Hardware Show; 
Booth 149 at the Mid-America Show! 


Youll do battin th LUTR AOS years best | 


H. B. SHERMAN MANUFACTURING CO., Battle Creek, Michigan 
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Simply buy four Sherman Wave Sprinklers shown 





Warm Morning does it AGAIN! 





Model 
‘500 
Circulator 


Warm Morning Helps You Buy... 
Helps You Sell! 


With Big Early Stocking and Anticipation Discounts, 
plus a Fall dating plan, your WARM MORNING 
Distributor makes it easy for you to stock and sell 

WARM MORNING Coal Heoters. 


Powerful broadside mailing program plus other dealer 
advertising and merchandising aids help you move 


WARM MORNING Coal Heaters off your sales 
floor quickly and profitably. 


Warm Morning 


ASK YOUR DISTRIBUTOR OR WRITE FOR FULL DETAILS 
LOCKE STOVE COMPANY 
114-S West llth Street Kansas City 5, Missouri 


INUFACTURER OF WARM MORNING HEATERS 
) INCINERATORS AND MOORE’S GAS HEATERS 


Get Your Share 
of Bigger Sales, More Profits 


Warm Morning dealers have 
sold over 2,000,000 Coal Heaters 


1958 was the best post-war sales year for WARM 
MORNING dealers. Dealers look for sales to go 

up again in 1959. Why? Because now the 

WARM MORNING Coal Heater line is bigger (more 
models to sell) and better (more features to sell) than 
ever before. WARM MORNING’s exclusive 

4-flue firebrick lining and the reputation of the 
WARM MORNING name are your 

best investments in more 

sales, more profits. 


Only Warm Morning has 
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NEW! From Jacobsen 


The Jacobsen RAM 
HIGH WHEEL ROTARY MOWERS 


The new Jacobsen RAMS are everything you 
would expect coming from Jacobsen. 
Powerful and rugged, the RAMS have more 
features, advanced design and greater service- 
ability. 


The RAMS mean more sales! Easier to sell 
because they have more selling features. One 
examination . . . one demonstration convinces 


prospective users that the Jacobsen RAMS 
will out-perform, out-last any other high wheel 
mower over rough terrain, through dense and 
heavy growth or on lawn areas. 


The name “Jacobsen” inspires confidence! 
Your customers know Jacobsen’s enviable repu- 
tation for unexcelled quality backed by the 
industry’s most extensive network of over 
3,000 service dealers. Jacobsen’s reputation 
plus the Jacobsen Full-Year Guarantee will 
help sell for you. 


Order now! Stock, demonstrate, and you will 
make more sales with the Jacobsen RAMS. 
Order now from your Jacobsen representative 
or write Jacobsen Manufacturing Company, 
Racine, Wisconsin for free brochure on 
the RAMS. 


Ball-bearing disc wheels roll easily .. . never 
pick up brush or sticks that jam or break 
wheels when caught inside spokes of 
spoke-type wheels. 


Large cutter drive pulley means longer belt 
life . . . less slippage for more useable 
horsepower in heavy, dense mowing. No 
twist in belt. 


Cutter Drive Clutch on Ram 24 and 
24SP provides easy starting, safe 
transportation 


Suction-lift cutter bar provides smooth 
cutting. Removable side guard allows left 
side discharge when preferred 


Jacobsen Hi-Torque Engines are designed 
and built specifically for power mower use 
No other engines equal their record of per- 
formance, efficiency and long life. Extra 
power for slow speed and heavy cutting. 


Removable front guard and discharge chute 
give free access of blade for extremely heavy 
weed or brush cutting. Cuttings flow to right 
Low silhouette for trimming under guard 
rails, shrubs and fences 


Feature for fedtinne- the finest | 


errs, 


od 


56 


i Jacobsen 
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MANUFACTURING COMPANY 


Racine, Wisconsin 





Jacobsen 
RAM 24 SP 


Self-propelied Rotary, 

24-inch cutting width, 4% 

hp Jacobsen Hi -Torque Engine 
with Cutter Drive Clutch. 


SPOKE WHEELS OPTIONAL 


MODEL 8824 


Jacobsen RAM 24 oe 


24-inch cutting Rotary, 
4% hp Jacobsen Hi-Tarque 
Engine with Cutter Drive Clutch. 


Jacobsen RAM 22 


22-inch cutting Rotary with 3 hp 
Jacobsen Hi-Torque Engine. 
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NOW IN BRIGHT, NEW 
LEAK-PROOF PACKAGES 


Your customers will welcome these new leak-proof packages, which 
end forever the pesky problem of nails or brads slipping through 
the bottom flap. And you'll find the bright, new two-tone blue color 
scheme a real eye-catcher—plus a quick way to distinguish brads 
from nails. 

Display a few colorful cartons of DixisteEL Wire Nails and 
Brads on your counter, where customers can see them, and watch 
how sales climb on these profitable products. 

Order DixisteeL Wire Nails and Brads from your wholesaler 
—in the bright, new leak-proof packages. 


LEAK-PROOF BOTTOM 
The bottom of this new style 
package is double-flapped to 
prevent leakage of nails or brads, 


Manufactured only by 





eee! 


P.O. Box 1714 « Atlanta 1, Georgia ¢ TRinity 5-3441 
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SEPTEMBER, 1959 


Lh oaremey A home appliance de- 
partment that nets an average 
of 125 sales a year is a combination 
of efficient service, bright adver- 
tising, careful display, and quality 
merchandise at the Parkville Hard- 
ware & Appliance Co., Parkville, 
Missouri. 

With refrigerators and automatic 
washers the major items, this well- 
established store has concentrated 
since 1923 on linking its name in 
the community with one leading 
line of appliances. Establishing the 
firm name with the selling and 
servicing of one line is still the 
best policy, Robert H. Weir, presi- 
dent, believes. 


Mrs. Beaulah Simpson 
and customer chat in 
model kitchen which is 
hub of appliance sales 
activity for the store. 


yr S 











When customers balk at the price of new re- 
frigerators, Bob Weir compares this 5-ft., all- 
porcelain model that sold for $245 in 1927 to 
a deluxe 9-ft. box which he offers for $199.95. 











Major Appliances - - 


Dealer's Know-how nets 125 sales yearly 





With a full-time serviceman 
and a large parts inventory 
to reassure hesitant cus- 
tomers, this store has seen 
its sales volume move up. 


“The single - brand appliance 
dealer has numerous advantages,” 
Weir contends. “First, we can cover 
our one line from top to bottom. 
Second, with the multiple-brand 
inventory, the customer’s inevit- 
able question arises, ‘Which one do 





you recommend?’ When you stock 
five or six brands that becomes a 
difficult question. 

“By stocking one line, we can 
learn all about its special features,” 
he said. “We can capitalize more 
fully on the prestige built up by 


the manufacturer. We can get a 
better cooperative deal on adver- 
tising. We can keep up to date on 
product refinements. 

“Perhaps most important of all,” 
Weir explained, “we can stock all 
the parts needed in repairing our 
one line without making a large 
investment. Because our $2,000 
parts inventory covers everything 
needed in repairing this one line, 
there is no customer-irritating de- 
lay because a needed part isn’t 
immediately available. 

“Another good aspect of the one- 
brand format,” the dealer said, “‘is 
the improved repair service that 
results when a serviceman is com- 
pletely trained in working on the 
one line. Our full-time serviceman 
attends factory schools regularly 
and can service all appliances in 
the one line from A to Z.” 

The fact that the word has 
spread around to people residing 
within a 20-mile radius of this 
small college town that the firm is 
able to provide prompt service on 
all appliances sold has had a tonic 
effect on the volume, according to 
Weir. The store has had the serv- 
ices of a full-time serviceman for 
five years and during that period 
the sales graph has gone up notice- 
ably. 

Customers who make an invest- 
ment in an appliance, Weir said, 
are more keenly interested in the 
service angle than ever. The ability 
to allay their fears along this line 

(Continued on page 80} 


In keeping with the store's promotional 

strategy, appliances are tied in with 

seasonal window displays and are 
displayed in the gift alcove. 





Promoting Space Heaters 
rvrourtemes for Added Profits 


Grace HEATERS are only one of the 
numerous categories Inglewood 
Hardware Co. has sold in large vol- 
ume to an ever-growing do-it- 
yourself home trade. This firm op- 
erates in a Nashville, Tennessee 
suburb heavily populated with sal- 
aried and wage-earning people who 
are buying their homes and doing 
their own improving and equip- 
ping. 

The three partners in this enter- 
prise sized up this situation when 
they opened their establishment 
about 10 years ago, and they de- 
cided to aid the trend for all it 
is worth. They are Joe Crane, J. J. 
Crane, and R. T. Hayes. They have 
an 80 by 80-foot store building 
chock full of builders hardware and 
do-it-yourself tools of every de- 
scription. 

Electric space heaters are pro- 
moted as a supplement to the regu- 
lar home heating plant. Their 
peak trade in heaters comes when 
the heating season first begins in 
the fall and again when it tapers 
off in the spring. 


Joe Crane writes up sales ticket on a 
space heater for the lady standing by. 
J. J. Crane, left in photo below, helps 
buyer load heater into car. Note 
store's ample offstreet parking space 


Having built a big trade in items 
for home-owners, the partners nat- 
urally have become a source of 
helpful suggestions on “how-to-do- 
it,” and what to buy with which 
to do it. Their trade in space heat- 
ers has been built largely on a 
suggestion that one can be used to 
provide heat for any room in the 
house on mildly chilly days with- 
out the expensive use of the central 
heating plant to heat the whole 
house. There are many such days 
when the weather first begins to 
grow cooler in the fall. Also dur- 
ing the cool, uncomfortable days of 
early spring. During both occa- 
sions Inglewood’s display windows 
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R. T. Hayes, store partner, arranges appliance display. The appliances, major 
and minor, are in a separate row of their own, running the length of the store 


are decorated with name brand 
space heaters. Their display sug- 
gests how they may be used to 
save fuel bills. 

Electric appliances at Inglewood 
are largely under the supervision of 
Partner Joe Crane who keeps the 
line restocked and directs the sell- 
ing. He answers most of the ques- 
tions and makes most of the sug- 
gestions about their efficient use. 
The heater size he recommends for 
supplementary use to the regular 
home heating plant ranges from 
1200 to 1350 watts. By switching 
one of them on when the weather 
is just cool enough to produce shiv- 
ers, one can read, eat, or retire to 
bed in cozy comfort. 


Advises Correct Use 


However, Crane says that the 
dealer, when selling one of these 
warmers over the counter, should 
caution the buyer as to the correct 
use, The customer should be 
warned that he just can’t plug it 
in on any kind of wiring or on any 
circuit. Many of the older homes 
have wiring that may be too light 
to carry the heavy load that a 
heater places on it. Then again, an 
electric circuit that is already load- 
ed with such other appliances as a 
hot plate, refrigerator, numerous 
lights, etc., should not be made to 
take a 1200 to 1350-watt heater. It 
is not only likely to blow out fuses 
but is a fire risk. 


62 


Crane had one customer who 
complained that his heater blew 
out one fuse after another and he 
couldn’t make it work at all. He 
thought there was something 
wrong with the heater itself and 
wanted to turn it back. But when 
Crane instructed him as to its right 
use he carried it back home and 
there was no further complaint. 

Crane sells quite a number of 
wall heaters up to 5000 watts. One 
of these can warm a room up to a 
comfortable temperature on most 
any kind of winter day. However, 
he cautions the buyer against try- 
ing to use one of this size unless 
installed by a competent electric 
contractor. 

While fall and spring are Crane’s 
best season on heaters, he has built 
a lesser but important winter-long 
sale on them. For example, some 
customer complains that his regu- 
lar home heating plant doesn’t sur- 
ficiently heat some of his rooms. 
Crane recommends adding a space 
heater to provide the additional 
needed warmth on severe days. 
Frequently there is an elderly per- 
son or shut-in who is more sensi- 
tive to cold than others. Sometimes 
a room is being remodeled and the 
regular heat is shut off. A small 
office or bathroom may be added 
to the house and a central heat 
connection may be _ expensive. 
These are a few of the uses for 
which Joe Crane recommends the 
space heater to do-it-yourself 





home-owners who counsel with 
him about home improvements, 

Inglewood Hardware sells 
around 75 of one nationally adver- 
tised brand of space heaters a year 
in addition to many in its two oth- 
er lines. Its experience in selling so 
many “warm-up” appliances points 
up the fact that many parts of the 
South, including the Tennessee 
Valley area and a few others, offer 
great possibilities for electric heat- 
ing devices. Crane feels that elec- 
tric consumers need a lot more 
education in the value of this meth- 
od of creating winter comfort. 

For one thing, most users of kilo- 
watt energy have long held the idea 
that heating with electricity is so 
expensive as to be out of the ques- 
tion for the average home-owner. 
Actually, many users in the Nash- 
ville area, where electric power is 
admittedly cheaper than in most 
sections, claim they have found 
kilowatt heat cheaper than even 
coal, gas, or fuel oil. In fact, it is 
so reasonable that 85 percent of the 
new homes being built in the Nash- 
ville area, according to a Dodge re- 
port, are wiring for electric heat. 

Sometime ago a survey was made 
of 526 electrically-heated homes in 
the Nashville area. In this section 
the minimum rate, after it has been 
graduated down through the use of 
ordinary home appliances, is 3/4 
cent kw. At 3/4 cent kw the heat 
bill on the average home in the 
above 526-home survey was 
$105.75 for a total winter consump- 
tion of 14,100 kw hours. 


Favorable Comparison 


Even though the 3/4-cent rate 
is somewhat below the average for 
the country as a whole, electric 
heat has been found economical in 
many areas at one cent and 1% 
cents kw. At one cent the winter 
heat bill on the average home of 
the 526 survey would have been 
$141; at 1% cents kw it would have 
been $211.50. Approximately two- 
thirds of the U. S. have minimum 
rates that don’t exceed 1% cents 
kw. At the above prices electricity 
compares favorably with other 
fuels. 

Inglewood Hardware, with its 
three partners and three other 
salesmen, is a frenzy of activity 
every hour of the day. This, de- 
spite the fact that the store operates 
each work day from 7:30 a.m. to 
8:30 p.m. They have built their 
trade by providing both facilities 
and counsel for home-owners who 
want to do the job themselves. 

(Continued on page 86) 
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By William R. Palmer 


— in builders’ supplies re- 
cently climbed to a new high 
for Brady Mercantile Co., for 
many years a leading Miami, 
Florida hardware firm. 

Ringed by aggressive lumber 
companies in the fast growing 
northwest Miami area, the com- 
pany’s building materials volume 
slipped steadily for several years 
until Otto Brady countered with a 
self-service lumber shed that en- 
ables him to compete once again 
on even terms for the large build- 
ers’ supplies volume they had re- 
tained for many years. 

The canary yellow building is 
on a corner just across a side street 
from the main store. Off street 
parking is provided beside either 


Nee an ee 


a 


building. Paved parking space at 
the end of the shed holds a dozen 
more Cars. 

This new annex is 25 feet wide 
and 100 feet long, with eight bays 
with full height overhead doors. In 
a small, glass-fronted showroom 
facing the highway are displayed 
samples of builders hardware, 
special trim, doors, floor cover- 
ings, and other items carried in 
stock. This showroom remains 
lighted at night. 

In racks extending ten feet off 
the floor are the various lengths 
of lumbers. Contrary to standard 
practice, longer lengths are in the 
upper racks, leaving space behind 
the racks for such items as roof- 

(Continued on page 86) 
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Owner Otto Brady stands at cash 

register, over which is sign calling at- 

tention to new building supplies annex 

and the store's reputation as a one- 
stop hardware center. 


Posted between each pair of doors in- 

side building supplies shed are color 

codes to identify all board lengths, 

prices, and price index for cutting ply- 
wood to order. 
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Lumber annex is painted bright yellow, matching main store across street. At right is small showroom displaying sample items. 
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To corner the splurging 


Christmas market 





this dealer hits hard-- early -- 





URING MosT of the year, Center 

Hardware Co. in the Park 
Road Shopping Center in Char- 
lotte, North Carolina, is simply a 
busy, highly successful hardware 
store. As the Christmas season ap- 
proaches, however, this 51’ x 136’ 
store goes into high gear with an 
all-out Christmas promotion which 
wins for it a special claim to 
distinction—and profits. 

Actually, Center Hardware has 
a good start, as it carries more toys 
and giftwares the year around than 
most such stores; but it does not 
rely on this general reputation to 
corner the splurging Christmas 
market. It gets to work early and 
doesn’t stop until the season is 
over. 

As early as August, Manager J. 
M. Fisher, Jr. and his staff start 
their newspaper ads featuring lay- 
aways. The layaway service not 
only provides the customer the 
satisfaction of getting what he 
wants, but also clinches sales that 
might be lost if postponed. Other 
newspaper ads, from 2” x 2” to 
full page appear on up to Christ- 
mas. 

Spot announcements between 
children’s TV programs are begun 
by the first of October. These are 
kept up for the next three months 
and have proved very successful. 
In November, the store begins 
sponsoring a weekly 15-minute 
radio Sports Show program and, 
before Thanksgiving, it sends out 
4,000 Christmas toy catalogs, some 
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with all-out special promotions 


to its own mailing list, some are 
dropped from house to house in 
that general neighborhood. 
Fortunately, the Park Road 
Shopping Center Association, to 
which Center Hardware belongs, 
also does some promoting for the 





As Christmas nears, 
Santa and his rein- 
deer dash across the 
shopping center, at- 
tracting carloads of 
families with young- 
sters. As early as 
August, however, 
Center Hardware has 
been bidding for both 
the early and the 
late shoppers, with 
a layaway service 
and well-planned dis- 
plays of toys and 
giftwares. 





benefit of all its member stores. 
Each year, members of the associ- 
ation put up a larger-than-life-size 
Santa and sleigh with reindeers 
that look as if they were dashing 
across the huge parking lot; and 
they gaily trim all the street lights. 
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By M. M. Clayton 


These attractions in themselves 
bring whole families to the Center 
to see the sights. 
Additionally, the stores arrange 
a big feature attraction each year 
for instance, last year, it was a 
(Continued on page 90) 





Service, Trade-ins Win 


tra 


> we ~ a ‘ » . 
Herbert Davis, owner of the store, left, discusses guns with a customer who 
finds good gun talk and dependable service more important than price. 


f IN A NUMBER of other cities, 
sporting goods dealers in Aus- 
tin, Texas, have been hard-pressed 
to meet competition from outside 
merchants who offer guns and am- 
munition at cut-rate prices as 
“leaders” to attract customers to 
the store. This practice has worked 
a hardship on stores that handle 
guns and depend on the line to 
contribute a share of the voiume 
and profit year after year. 

Among the stores in Austin faced 
with this cut-price competition— 
and one of the few to meet it suc- 
cessfully — is Davis Hardware, 
which operates two stores in the 
city. 

The newer unit, opened four 
years ago as a “hardware depart- 
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ment store” in a community shop- 
ping area, leads in gun sales and 
moves about 100 new guns annual- 
ly. 

The sporting goods department, 


By Ruel McDaniel 


which handles gun sales, is man- 
aged by Herbert Davis, who ex- 
plained: “In order to sell a gun at 
a price to make a profit, it is 
obviously necessary to convince the 
prospect that something more than 
just price is involved in the pur- 
chase of a gun.” 

According to Davis, answering a 
query about his technique, he con- 
stantly stresses to the customer 
that when a man buys a new gun 
he is entitled to service on that 
gun: he has a right to go back 
where he bought it and have it fix- 
ed when something goes wrong. 

“But when a man buys a gun at 
a cut-price store using guns and 
ammunition as a come-on,”’ he con- 
tinued, “once the sale is closed and 
you have handed over your money, 
the gun is yours; if you have 
trouble later, that is just too bad 
as far as the man who sold it is 
concerned.” 

A dealer using this “leader” 
device will make little or nothing 
on the sale. He cannot afford to 
maintain a service shop to repair 
guns, and he cannot—or will not— 
go to the trouble and expense to 
send a gun elsewhere to have it 
repaired. 

To overcome price-appeal from 
non-sporting goods competition, 


Despite competition from local 
sources offering guns at a cut- 
rate price as a “come-on," this 
dealer sells 100 new guns yearly. 
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The Firearms Business 


Davis constantly stresses the im- 
portance of having a reliable place 
to bring the gun when it is out of 
order and points out that a repair 
bill may easily absorb more than 
the saving involved in the cut-rate 
purchase of the gun. 

A second policy that helps to 
overcome cut-rate gun selling is 
the department’s practice of ac- 
cepting used guns as a down pay- 
ment toward new ones. Most of the 
merchants using guns as a come-on 
device will not do this, and that 
leaves the customer with an extra 
gun which he does not need and 
probably does not like. 

“By advertising that we take 
used guns in on new ones,” Davis 
explained, “we not only provide a 
talking point for the customer's 
paying a legitimate price for his 
new gun, but it enables us to in- 
crease the profit from the sale by 
making a legitimate profit from 
the sale of the used gun.” 

Another policy that has helped 
to increase gun profit in spite of 
outside competition is the emphasis 
Davis places on accessory sales. 
“Sometimes we make more profit 
from the sale of accessories to the 
man who has just bought a new 
gun than we make on the gun it- 
self,” Davis remarked. 

It is Davis’ belief that by push- 
ing these accessories the dealer will 
impress the customer with the 
service and their desire to assure 
the greatest possible satisfaction 
from his new gun. This will in- 
fluence the customer against the 
one-shot cut-rate sales. 

Davis has found also that it pays 
to take the time to explain all de- 
tails of a gun in which a customer 
shows an interest. For example, he 
finds that a number of sportsmen 
have not seen the comparatively 
new gas-ejection gun. When a pros- 
pect shows interest in such a gun, 
Davis dismantles the weapon and 
demonstrates exactly how it works 


Keeping guns constantly polished add to their appearance and rust which of- 
ten results from customer handling. Shop worn guns lack in sales appeal. 


and how it takes the recoil out 
of the piece, making it a more 
desirable gun to shoot. 

Time and trouble have been 
profitably taken looking up and 
showing prospects ballistics charts 
and figuring the “drop” for any 
gun and ammunition, so that the 
customer may more intelligently 
and satisfactorily use their guns. 

A large stock of ammunition 
also has helped the Davis store 
to sell more guns without un- 
reasonable price-cuts. The wide 
stock of ammunition carried by 
Davis Hardware has helped it 
build a reputation among sports- 
men, who have told friends, “If you 
can’t find it at Davis’ it can’t be 
found.” 


“Ammunition,” according’ to 
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Davis, “is an excellent traffic- 
builder, in spite of the short prof- 
it involved; and for that reason— 
and because it has built a reputa- 
tion for our department—we find 
it profitable to stock everything 
that can possibly be called for, 
even though that policy cuts down 
our turnover considerably.” 

The department keeps one gun of 
every make and model stocked on 
display, but it frankly discourages 
self-service. If a prospect is inter- 
ested in a specific gun, the sales- 
man gladly hands it to him so that 
he may examine it as much as he 
wishes; but just as soon as he has 
finished looking at it, the salesman 
wipes it thoroughly with a gun 
cloth to prevent rust and dullness. 

(Continued on page 92) 
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Well-Drilling 


Promotion 


Sells Pumps, 


Pipe 


By Ruel McDaniel 


B* PROMOTING complete water 
wells rather than merely the 
pumps and pipe that go in them, 
and cashing in on floor traffic with 
“live” pump displays, Newman's 
of Cuero, Cuero, Texas, sells from 
50 to 75 complete water wells an- 
nually. 

“Our experience has told us,” 
explained J. T. Newman, head of 
the company and for 20 years 
mayor of the city, “that prospec- 
tive buyers of pipe and pumps for 
water wells want a complete job. 
They want to deal with only one 
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person or concern, not two or 
three. Hence, we build all our 
water well equipment promotion 
around ‘turnkey’ well jobs, rather 
than merely stressing the specific 
units of the well that we handle 
here.” 

The company has a cooperative 
arrangement with a local water 
well driller, who devotes all his 
time to Newman wells. In figuring 
a complete well job, the company 
figures in the cost of drilling, and 
this can be done because the New- 
mans know the price per foot for 


At left, J. T. Newman and son, David, 

stand before the windmill kept per- 

manentily displayed on floor of their 

Cuero, Texas, store. Below, David New- 

man prepares to demonstrate the pump 
display in operation. 


drilling in the area. They add to 
the drilling cost, the price of the 
pump selected by the customer, 
the pipe to be used and any other 
installations the customer wants 
and thereby they arrive at an ap- 
proximate flat price for the com- 
pleted job. The only variation 
from this flat figure is in the vari- 
ation of the well depth, as both 
the drilling and the pipe to be 
used are figured on a footage 
basis. 

The driller also sells complete 
wells in reciprocation for the busi- 
ness that the hardware concern 
creates for him through the sale of 
complete well jobs. He is familiar 
with pump and pipe prices and 
figures the complete job, the same 
as the hardware store owners do. 
It amounts to two sales forces 
working for the same result. The 
sale of complete well jobs, New- 
man explains. 

In fact, the driller does most of 
the outside contacting. He obtains 
leads from customers as he is drill- 
ing their wells and follows these 
at his convenience. For example, 
recently he drilled a well for a 
turkey grower near Cuero. The 

(Continued on page 94) 
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Stock is so varied that there is no reason for any toy shopper to leave Golfcrest with his wants unsatisfied. Specialized 


merchandise is displayed 


in sections, 


such as the area at right above, 


in which model kits are concentrated. 


$30,000 Annual Toy Volume 


in this neighborhood hardware store 


A“ ANNUAL catalog and liberal 
promotion of credit and lay- 
away plans have been major 
factors in building an annual toy 
business of about $30,000 for the 
neighborhood Golfcrest Hardware 
Co., Houston, Texas, according to 
P. H. Reed, Jr., co-manager with 
his brother, R. L. Reed. The store 
is owned by their father, P. H. 
Reed, Sr. 

“Toys rank near the top of our 
various departments, both in vol- 
ume and profit,” Reed declares. 

The toy catalog goes out prior to 
Christmas and is one prepared for 
the company by a toy outlet which 
supplies most of its toys. “We're al- 
ways in a quandary as to when is 
the best time to send out the cata- 


By Ruel McDaniel 


log,” Reed states. “It can be dis- 
tributed too early, or too late. We 
generally send it out late in Oc- 
tober, but some area competitors 
send out one in August. If it is a 
question of too early, people for- 
get the catalog before Christmas, 
too late and they have bought else- 
where. We like late October, how- 
ever, from past experience.” 


Catalog Delivered 


The catalog goes to homes 
through the use of a local delivery 
firm which specializes in this type 
of service. Prior to ordering the 


catalogs, Reed sits down with the 
owner of the delivery service; he 
shows him on a city map the areas 
he wishes to cover with the cata- 
log and the distributor tells him 
how many catalogs he will need. 

“We know this catalog idea 
pays,” Reed declares, “because we 
have customers bring the catalog 
in, or sheets torn from it, with 
specific items marked. Others tell 
us they want such-and-such an 
item they saw in the catalog.” 

The company supplements the 
catalog with fairly liberal toy 
advertising during two months 
prior to Christmas, and several toy 
advertisements appear during the 
year. 

Reed utilizes the services of a 








With credit and layaway to supplement its promotion, this Houston store 
uses toys to attract housewives to all departments for year-'round profits. 
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Self-service is encouraged, with approximately 60° of fixture space devoted to 
toys. Many come in to browse; others for a particular item listed in catalog. 


neighborhood weekly “shopping 
news” for his advertising, and oc- 
casionally he uses space in an area 
section of one of the metropolitan 
dailies. 

“We find that it pays to tie in 
toys with as many holidays as pos- 
sible, in addition to Christmas,” 
Reed says. “Halloween is a profit- 
able shopping occasion for us, and 
Easter is worth extra advertising 
and store promotion.” 

Toy stock turns a little better 
than two times a year, Reed ex- 
plains. He says that the company 
is not as much interested in the 
turnover rate as it is in providing 
a wide enough selection of mer- 
chandise to supply all normal toy 
needs. “We don’t want anyone to 
come here for a toy and not be 
able to find exactly what he 
wants,” he explains. 


Self-Service Encouraged 


Toys are displayed extensively to 
encourage self-service, with about 
60 feet of fixture space devoted to 
them. 

In preparing for Christmas sell- 
ing, the management erects “‘build- 
ups” atop each toy fixture. The 
framework is covered with holiday 
colors and is used mainly to dis- 
play larger merchandise. It is be- 
yond the reach of the average shop- 
per, but it does display merchan- 
dise to advantage and there is 
someone nearby to take down any 
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toy that attracts special interest— 
or a duplicate may be brought in 
from the adjacent warehouse. 

The company features layaway 
in most of its toy advertising and 
with cards in the department. “We 
will lay away any toy item from 
a 50 cent doll to an $88 bicycle,” 
Reed said. “We like that type of 
business, and generally such sales 
come early in the season, when we 
are not so rushed in the toy 
department.” 


Layaway Purchases 


All layaway purchases go to the 
warehouse, tagged with the cus- 
tomer’s name, and a card goes into 
the file, showing the amount paid 
and on which is recorded future 
payments. 

In the sale of major toy items, 
the company has an installment 
plan that is effective. It is good 
particularly in the sale of better 
bicycles and other higher-priced 
wheel goods. 

First, it sells on regular 30-day 
open account to anyone whose 
credit rating is satisfactory. In ad- 
dition there is a 90-day installment 
plan. 

By this plan, the customer agrees 
to make specific weekly or month- 
ly payments with the final pay- 
ment to be made within 90 days of 
the purchase date. The customer 
signs the usual chattel mortgage 
on the merchandise, and in the 





agreement he signs, he promises to 
pay a carrying charge of 10 per- 
cent of the unpaid balance, accord- 
ing to Reed. 

However, there is a “redemp- 
tion” clause in the contract which 
states that if the final payment is 
made within 90 days, the company 
waives the 10 percent carrying 
charge. 


Terms of Contract 


This clause in the contract does 
more than anything else the 
company has been able to find in 
obtaining weekly or monthly pay- 
ments promptly, Reed declares. 
When the customer realizes that he 
is going to have to pav several dol- 
lars in interest if he does not clear 
his account within 90 days, he 
exerts special effort to make that 
final payment in the specified 
length of time. 

If the customer desires terms 
of longer than 90 days, the compa- 
ny takes the purchase contract, 
carrying interest, and _ either 
finances it through a local bank or 
carries it in the office. In either 
case, the interest applies. 

The company goes in for pack- 
aged toys to the fullest extent, al- 
though of course, many of its best- 
selling items cannot be packaged 
for practical selling. Packaged toys 
are grouped in fixtures which are 
adjacent. 

Another section that makes a 
consistent profit is one devoted to 
model merchandise, mainly pack- 
aged. This is displayed on a low 
fixture, so that boys may examine 
it leisurely without help from a 
salesman and it is the means of 
attracting boys to the toy depart- 
ment. 

“We need traffic-building de- 
partments,” Reed states. “Our 
store is so located that it gets 
practically no pedestrian traffic, so 
we need items that will prompt 
housewives to make a special trip 
to the store. Toys help a great deal 
in doing this. We like toys as year- 
‘round merchandise, not only be- 
cause they make us a profit but be- 
cause they are a major factor in 
bringing housewives into our 
store.” 
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Saue oa Yew Latex Wall Paiut 


IN BEAUTIFUL DECORATOR COLORS 


NO ODOR 


Beautiful Latex colors for walls and ceilings . . . Living room, 
dining room, bedroom. Easy to apply with brush or roller— 
so fast you can easily paint a room in a few hours! Paint a 


room in the morning, use it in the afternoon! Dries in minutes. 


KING HARDWARE COMPANY 


490 MARIETTA STREET, NW. W. 
ATLANTA, GEORGIA 
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INDUSTRY NEWS 





Lawn Mower Institute's new officers are, left to right: V. R. Shiely, secretary- 
treasurer; R. E. Schuler, president; H. M. Huffman, Jr., vice-president; and 
Harold K. Howe, executive secretary. 


Bob Schuler Elected President 
of Lawn Mower Institute 


AT ITS SEVENTH annual meeting 
and convention held at the Shaw- 
nee Inn, Shawnee-on-the-Dela- 
ware, Pa., the Lawn Mower Insti- 
tute Inc. elected the following 
new officers to serve for the com- 
ing year: as president, Robert E. 
Schuler, director of sales and ad- 
vertising, Lawn-Boy Midland Di- 
visions, Outboard Marine Corp., 
Waukegan, Ill.; as vice-president, 
Horace M. Huffman, Jr., president, 
Huffman Manufacturing Co., Day- 
ton, Ohio; and secretary-treasurer, 
Vincent R. Shiely, vice-president 
and secretary, Toro Manufacturing 
Corp., Minneapolis, Minn. Harold 
K. Howe was reappointed as ex- 
ecutive-secretary and_ assistant 
treasurer. 

Also during the meeting the 
Tally Committee counted all mem- 
bers’ mail ballots and announced 
that the following four new di- 


rectors had been elected to serve 
three-year terms each: George R. 
Bernard, president, Lazy Boy 
Lawn Mower Co., Kansas City, 
Mo.; Tony Malizia, vice-president 
and sales manager, McDonough 
Power Equipment, Inc., Mc- 
Donough, Ga.; James L. Quick, 
president, Quick Manufacturing, 
Inc., Springfield, Ohio; and Vin- 
cent R. Shiely, vice-president and 
secretary, Toro Manufacturing 
Corp., Minneapolis, Minn. 

These newly elected directors 
replaced retiring directors  in- 
eligible for re-election as follows: 
H. F. Engelking, ger.eral manager, 
Bolens Division, Food Machinery 
and Chemical Corp., Port Washing- 
ton, Wis.; Allan W. Greene, vice- 
president, Detroit Harvester Co. 
and manager of Moto-Mower, Inc., 
Richmond, Ind.; A. W. Schenck, 
who retires as president and di- 


New directors of the Lawn Mower Institute elected for three-year terms are, left 
te right: V. R. Shiely, James L. Quick, and Tony Malizia. 
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(Continued from page 32) 


rector, director of sales, Lawn 
Mower Division, Savage Armas 
Corp., Chicopee Falls, Mass.; and 
John J. Wallace, vice-president— 
sales, Clemson Bros., Inc., Middle- 
town, N. Y. 


* 


Pennsylvania Lawn Mower 
Appoints District Heads 


THE APPOINTMENT of two dis- 
trict sales managers is announced 
by A. M. Tinker, sales manager, 
Pennsylvania Power Mower Divi- 
sion, American Chain & Cable Co., 
Inc., Exeter, Pa. 


Robert L. Jones will head the 
Houston district. He joined the 
staff there in 1957 as sales repre- 
sentative, and in 1958 was appoint- 
ed district sales representative for 
the territory comprising Oklahoma, 
Arkansas, Louisiana, and Texas. 

Leo G. Hawke was named as 
manager of the Kansas City, Mo., 
district, with his territory compris- 
ing the states of Kansas, Nebraska, 
Missouri, Iowa, and southern II- 
inois. He joined the Corporation in 
1946 and since 1956 has been serv- 
ing in the New York district. 


° 


Souder Presents Program 
to Texas Association 


Forty retailers attended a recent 
meeting sponsored jointly by the 
Corpus Christi Retail Hardware 
Association and Texas Retail Hard- 
ware and Implement Association. 
The meeting was held in the cafe- 
teria of the Corpus Christi Hard- 
ware Co. where Ray Souder of the 
State Association presented a pro- 
gram on activities of both organi- 
zations. 
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“Here’s a really 
USABLE PLIER’” 


Says Ray Lindner of Buffalo, N. Y., recog- 
nized as the expert mechanic who can 
“fix it” when others fail. Mr. Lindner has 
been a mechanic for 40 years and owner 
and operator of Lindner’s Garage for 33 
years. 


“CRESTOGRIP” PLIER 
No. P210. Retails for $3.15 








Complete with six 
P210 Pliers supplied 
carton at cost of pliers only. 











“This CRESTOGRIP Plier grips better with 
less handle pressure than any utility plier I 
have ever used. Its box joint is the reason. 
Ordinary lap joints generate much more fric- 
tional resistance. Crescent’s box joint is not 
only smoother working but much stronger. 
It’s easy to adjust, easy to use...a really differ- 


ent and better tool!” 


OVICK, POSITIVE 
ADJUSTMENT 

This cut-away view 
shows joint coa- 
struction with its 
extra generous 
bearing surface at 
the arrow point. 


CRESCENT TOOLS — __ 


4 


cy 
= 


. 
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Crescent is eur trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retoilers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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CATALOGS & BULLETINS 


100 Moisture Absorbent. A tech- 
nical bulletin, Form H-I-D, descrip- 
tive of Hum-I-Dri moisture absorbent 
advises that Hum-I-Dri is suitable 
for many industrial uses, particularly 
in storage rooms and tool rooms. Re- 
commended for applications in in- 
dustries where steam and moisture 
are continuously present. It also per- 
mits employment of basement space 
that is otherwise too damp for ef- 
ficient operations. Speco, Inc., 7308 
Associate Ave., Cleveland 9, Ohio. 


101 Feastmaster Barbecues. A 
two-color brochure describing the 
complete line of Feastmaster barbe- 
cues and an 84%” x 11” catalog with 
construction and installation details 
are available to dealers. Superior 
Fireplace Co., 601 North Point Rd., 
Baltimore 6, Md. 


102 Lawn and Weed Mowers. An 
8-page color catalog with descriptions 
and pictures of its line of 14 models 
of rotary lawn, weed, and riding 
mowers in sizes from 20” to 36” plus 
the care of 4-cycle gasoline engines 
is offered. Schissel Manufacturing 
Co., Cherokee, Iowa. 


103 Woodworkers’ Vises. Bulletin 
LL-8216 describes the company’s line 
of woodworkers’ vises. Contents in- 
clude specifications and illustrations 
of 18 individual vises. The Columbian 
Vise & Manufacturing Co., Cleveland 
4, Ohio. 


104 Industrial Hardware and Wire 
Rope Fittings. Catalog #59 presents 
the Diamond Brand line of industrial 
hardware and wire rope fittings. The 
color catalog is indexed and contains 
specifications and illustrations of the 
items. Edward W. Daniel Co., 4049 
St. Clair Ave., Cleveland 3, Ohio. 


105 Sportswear. Containing 38 
pages and illustrations, catalog de- 
scribes the hundreds of Duxbak 
sportswear items for men and wom- 
en. Also describes line of hunting 
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and fishing accessories. Catalog is 
indexed and contains order form. 
Utica Duxbak Corp., Utica 4, N. Y. 


106 Gun Equipment. The “Pro- 
ducts for Shooters” catalog aids in 
the merchandising of metallic sights, 
scopes, shotgun chokes, and reloading 
equipment. Contains quick-reference 
chart on metallic sights combina- 
tions; also tables showing steps fol- 
lowed in reloading operations. Lyman 
Gun Sight Corp., Middlefield, Conn. 


107 Plastic Pipe. Descriptive sales 
brochures on different types of plas- 
tic pipe are available for dealer’s 
sales people, as well as customer 
prospects. A four-page brochure con- 
tains data on plastic piping for a 
wide variety of water transmission 
needs. Southwestern Plastic Pipe Co., 
Box 117, Mineral Wells, Texas. 


108 Drapery Hardware. Catalog 
No. 107 consists of 52 pages, in four 
colors, illustrates all the facts and 
gives complete product description. 
Stanley-Judd, Dept. P D, Walling- 
ford, Conn. 


109 Fly Lines. A pocket-size fold- 
er includes specification charts show- 
ing line diameters and length detail 
for all standard types of level and ta- 
pered fly lines. Primarily for enclo- 
sure in each of its individual flv line 
boxes, reasonable quantities available 
for in-store use. Sunset Fishing Lines, 
Petaluma, Calif. 


110 Striking Tools. Catalog A- 
5960, 812” x 11”, punched to fit bind- 
er, pictures and describes the full line 
of Kelly axes and adzes, hammers 
and hatchets, and heavy goods. In- 
formation included on basic stock 
hammer program “5 Is All You 
Need.” True Temper Corp., 1623 Eu- 
clid Ave., Cleveland 15, Ohio. 


111 Store Fixtures. Drawings and 
photos of gondolas, wall sections, and 
fixture accessories with specifications 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 77 


and prices appear in a colorful 17” x 
22” brochure printed both sides. M 
and D Store Fixtures, Inc., 6 North 
Michigan Ave., Chicago 3, II. 


112 Fiber Roof Coating. A folder 
entitled “The Easy and Low Cost 
Way to Repair and Renew Roofs” 
covers the uses of Gardner asphalt- 
asbestos roof coating. Gardner As- 
phalt Products, P. O. Box 5776, Tam- 
pa, Fla. 


113 Sprayers and Dusters. Catalog 
No. 59, in color, presents the compa- 
ny’s line of sprayers and dusters for 
the home, farm, and industry. Com- 
plete descriptions, specifications, and 
illustrations are carried, as well as 
actual photographs of the items in 
use. Space is devoted also to the 
Chapin line of accessories. R. E. 
Chapin Manufacturing Works, Inc., 
Batavia, N. Y. 


114 Masonry Anchors. Two alu- 
minum masonry anchors, the Dia- 
mond Hammer Drive and the Fur-N- 
Strip, are described in the two-page, 
two-color bulletin #4058, which pro- 
vides six photographs and two cut- 
away line drawings. A detailed spec- 
ification chart is included in the bul- 
letin. Diamond Expansion Bolt Co., 
Inc., Garwood, N. J. 


115 Fishing Tackle. Published in 
color in size 8% x 11, the 1959 cata- 
log illustrates and describes the com- 
plete line of Airex fishing tackle. In 
addition to the catalog, the company 
also offers 11” x 11” catalog sheets 
with wide margins. Airex Corp., 411 
Fourth Ave., New York 16, N. Y. 


116 Fishing Equipment. Weber's 
1959 74-page color catalog No. 59 
contains dozens of additional fishing 
tackle items. Catalog pages show the 
Name Lure and the Big Name Lure, 
a wide selection of spinning lures 
and poppers, and a complete series of 
Ball-Fly Jigs. A 14” x 24” full-color 

(Continued on page 75) 


SOUTHERN HARDWARE for SEPTEMBER, 1959 


poster on Weber Nylon Spinning Line 
also is listed in the catalog. Free 
Moviegram fly casting instructions 
are offered to the trade. Weber 
Tackle Co., Stevens Point, Wis. 


117 Masonry Line. A_ two-color 
catalog that describes and illustrates 
a full line of masonry and hollow 
wall fasteners, pole line hardware and 
masonry drills is available. Specifi- 
cations, packaging information, and 
dealer prices for each item are in- 
cluded in the 40-page, pocket-size 
booklet. Diamond Expansion Bolt Co., 
Garwood, N. J. 


118 Fishing Tackle. South Bend 
presents its colorful line of. fishing 
tackle in a 1959 catalog. A total of 
six SpinCast Reels are offered which 
include two Level-Wind Models, Nos. 
89 and 78. The line has 28 models of 
SpinCast Rods with a wide choice of 
actions in both tubular and solid 
glass anc featuring the Master-Grip 
Handle. The catalog includes an ar- 
ray of accessories. South Bend 
Tackle Co., Inc., 1108 S. High St., 
South Bend 23, Ind 


119 Excello Mowers. Catalog pages 
featuring the 1959 Excello line of 
power mowers are available. The 
pages are in color and contain de- 
tailed specifications and illustrations. 
Heineke & Co., Springfield, Il. 


120 Store Fixtures. The Chal- 
lenger line of steel and wood store 
fixtures is illustrated in a 52-page 
catalog. Portions of the catalog are 
in full color and several pages depict 
these completely flexible fixtures 
fully merchandised in stores. When 
requested, M & D’s professional store 
planning service is available in all 
areas, without charge. M & D Store 
Fixtures, Inc., Chicago 3, III. 


121 Garden Chemicals. “How to 
Make More Profits on Garden Chem- 
icals” is the theme of a 16-page sales 
brochure. It contains suggestions for 
increasing sales of spray materials 
and describes and illustrates the im- 
portant features of Hayes garden 
hose sprayers. Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena, 
Calif. 


122 Decorative Hardware. Full 
color, 20-page No. 214 catalog illus- 
trates full line of matched pulls, 
knobs, hinges, and catches by Ame- 
rock. Cabinet hardware for use in 
every room in the house is shown 
and described. Amerock Corp., Rock- 
ford, Ill. 


123. Primer and Sealer. “Improve 
Every Painting Operation with X-I-M 
Flash Bond” is an instructive fold«r 
offered by the company. It lists sur- 
faces on which the all-purpose prim- 
er and sealer is effective and methods 
of application to prevent peeling, 
blistering, flaking of paint. H. Fors- 
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berg Co., 5103 Lakeside Ave., Cleve- 
land 14, Ohio. 


124 Outdoor Products. “Outdoor 
fun begins with Coleman”’ is the title 
of a 24-page illustrated 1959 product 
catalog. The catalog describes the 
full line of Coleman gasoline, kero- 
sene and LP- gas lanterns, folding 
camp stoves, picnic stoves, and utility 
heaters; portable food and beverage 
coolers; camp and picnic tables and 
stools; folding ovens and accessories. 
A four-page color section presents 
the manufacturer’s line of Snowlite 
picnic jugs. The Coleman Co., Inc., 
Wichita 1, Kan. 


125 Jet Pumps. A simplified cata- 
log of Rapidayton jet pumps is avail- 
able. It features three “key” series of 
completely packaged water systems. 
A selection chart makes it easy to 
recommend the proper pump for any 
well, 0 to 140 feet. The Tait Manu- 
facturing Co., 500 Webster St., Day- 
ton 1, Ohio. 


126 Hand Tool Selection Chart. 
An illustrated customer-service chart 
is offered which shows how to select 
hand tools for garden and lawn care. 
The chart describes and pictures the 
50 most popular tools, grouped by 
“families.” It is 25 inches high, 16 
inches wide, and is printed in three 
colors on durable poster stock. True 
Temper Corp., 1623 Euclid Ave., 
Cleveland 15, Ohio. 


127 Power Mowers. A folder pic- 
turing and describing the company’s 
entire line of power mowers is avail- 
able. Clark Manufacturing Co., 3024 
Melville Rd., Decatur, Ga. 


128 Project Book. Twenty-five 
do-it-yourself wood-working projects 
have been made up in loose-leaf 
manual form with a cover and are 
being offered to home workshop en- 
thusiasts. Each wood-working plan 
is blueprinted thoroughly on a self- 
contained sheet. Rogers Isinglass & 
Glue Co., Gloucester, Mass. 


129 Galvanized Ware. The com- 
plete line of hand-dipped galvanized 
ware for home, farm, industrial, and 
institutional use is described in a 
20-page bulletin entitled “Wheeling 
Hand Dipped Ware.” Wheeling Cor- 
rugating Co., Wheeling, W. Va. 
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130 Fusible Links. Folder F-184 
illustrates and describes the com- 
plete R-W line of fusible links for 
fire doors, windows, and many other 
purposes. Richards-Wilcox Manu- 
facturing Co., Aurora, III. 


131 Hardware Chain. An illus- 
trated folder describes the complete 
line of ACCO chains for a multitude 
of domestic and industrial require- 
ments. The 16-page folder, DH- 
176-B, contains data on construc- 
tion features, applications, packaging, 
weights and other general informa- 
tion. American Chain Division, 
American Chain & Cable Co., Inc., 
York, Pa. 


133 Display Ideas. A Rubbermaid 
display booklet illustrates and de- 
scribes a variety of display methods 
for all size stores. Rubbermaid, Inc., 
Wooster, Ohio. 


134 Chains. A catalog page-price 
list features Blue Temper packaged 
chain and the No. B/T 1 Merchan- 
diser. Blue Temper individual pack- 
ages and the merchandiser are illus- 
trated on the 2-color sheet. Selling 
features are given and suggested 
resale and dealer costs figures sup- 
plied. The reverse side of the over- 
sized sheet illustrates Measure-Mark 
chain in all four grades. Again resale 
and cost figures are supplied with 
specifications and uses for each 
grade. Campbell Chain Co., York, Pa. 


135 Chains and Chain Assemblies, 
A 32-page illustrated catalog of all 
types of chains, welded and weldless 
chains, chain assemblies, chain spe- 
cialties and wagon and truck hard- 
ware is now available. Also, dealers 
may secure an 8-inch high decal for 
inside or outside display _ stating, 
“We Sell Chain.” Nixdorff-Krein 
Manufacturing Co., 916 Howard St., 
St. Louis 6, Mo 


136 Water Appliance Promotions. 
An 8-page catalog, No. 807, of adver- 
tising and sales promotion aids is 
offered wholesalers and retailers of 
water appliances. The catalog tells 
how and when to use these items 
most effectively. The Tait Manufac- 
turing Co., 500 Webster St., Dayton 
1, Ohio. 


137 Marine Line. A full-color cat- 
alog presents the complete line of 
Aqua-Float marine safety products. 
The catalog shows newest Aqua- 
Float packaging, Aqua-Float mer- 
chandising aids and display materi- 
als. A special order blank is availa- 
ble for obtaining these aids. Style- 
Crafters, Inc., Greenville, S. C. 


138 Vacuum Cleaner and Floor 
Polishers. The Redi-Vac vacuum 
cleaner, the improved FP-33 floor 
conditioner, and the new FP-33A 
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conditioner are described in a two- 
sided catalog page, #JS-53. Features 
of the Redi-Vac are shown in a se- 
ries of line drawings. Specifications 
are given and a six-piece accessory 
kit is described. Red Devil Tools, 
Union, N. J. 


139 Sprayers and Dusters. This 
catalog covers the company’s com- 
plete line of hand, continuous, com- 
pressed air knap-sack, bucket, wheel- 
barrow and barrel sprayers. The 
catalog also covers hand and crank 
powder insecticide dusters. D. B. 
Smith & Co., 428 Main St., Utica, 
N. Y. 


140 Power Tools. The following 
catalogs describing and illustrating 
the company’s complete line of tools 
are available upon request: ET 157, 
Portable Electric Tools; CS 157, 
Chain Saws; AT 1457, Air Tools; and 
CI 1657, Contractor and Industrial 
Tools. Remington Arms Co., Inc., 
Bridgeport 2, Conn. 


141 Tools and Machines. More 
than 150 hand tools and electric ma- 
chines are described in a catalog now 
being offered as Number 23 in the 
Red Devil Library. Also described are 
the company’s lines of floor and 
paint conditioning machines, includ- 
ing the FP-33 twin brush floor pol- 
isher and the number 30 paint con- 
ditioner. Photos of merchandising 
aids, and illustrated hints on the use 
of many of the tools are included. 
Red Devil Tools, Box 355, Union, 
N. J. 


142 Steel Sandpaper. An all-steel 
sandpaper, Dragon-Skin, is described 
and illustrated in a two-color catalog 
sheet now available. Photographs 
and line drawings explain how Drag- 
on-Skin sands, rasps and _ shapes 
woods, plastics and soft metals. Text 
material further describes Dragon- 
Skin’s ability and offers display 
ideas. Red Devil Tools, Box 355, 
Union, N. J. 


143. Housewares. A _ catalog of 
housewares products illustrates and 
lists each item of merchandise by 
order number, sizes, standard ship- 
ping carton, weight per carton, and 
retail price per item. Cover and in- 
terior contents are all in full color, 
while shorter versions of the catalog 
which describe Rubbermaid mer- 
chandise are offered for consumer 
distribution, Rubbermaid, Inc., Woos- 
ter, Ohio. 


144 Garden Supplies. A two-page 
color brochure illustrates Swan Gar- 
den Hose and Sprinkle-Soakers. Also 
offered is a color catalog page on the 
all-plastic Grass Stop. Swan Rubber 
Co., Bucyrus, Ohio. 


145 Tool and Plastic Lines. This 
catalog includes illustrations and de- 
tailed specifications on the company’s 
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tool and plastic lines. Catalog is de- 
signated the Mini-Cat No. 10. The 
Vichek Tool Co., Cleveland 4, Ohio. 


146 Lawn Mowers. Catalog de- 
scribes line of 20 models of lawn 
mowers, sizes of 18” to 24”. Price 
list accompanies the catalog, and in- 
cludes power and hand types, rota- 
ries and reels, to sell as low as $49.95 
with full mark-up. Southland Mower 
Co., Inc., Selma, Ala. 


147 Fishing Tackle. In addition to 
the regular line of Pflueger Fishing 
Tackle, this catalog contains infor- 
mation on items announced for 1959: 
the Mars enclosed spinning reel, the 
Superex automatic fly reel, and a 
host of rods, lures, and miscellaneous 
fishing tackle. The Enterprise Man- 
ufacturing Co., 110 N. Union St., Ak- 
ron 9, Ohio. 


148 Plastic Housewares. A full- 
color brochure illustrates how to dis- 
play, sell, and advertise plastic 
housewares to obtain greater turn- 
over per year and how to increase 
the average sale 24% times by selling 
matching sets. Gives valuable sales 
tips developed by hardware dealers 
throughout the country. The Plas-Tex 
Corp., 2525 Military Ave., Los Ange- 
les 64, Calif. 


148 Sportsmen’s Lights. Fisher- 
men’s lanterns, searchlights, flasher 
lanterns, headlights, and various cap 
and hand lamps are illustrated and 
described in a small catalog of sport- 
ing goods items which lists both re- 
tail selling prices and the retailer’s 
cost. Justrite Manufacturing Co., 
2061 North Southport Ave., Chicago 
14, Il. 


150 Time Payment Plan. A folder 
is available describing the complete 
Foley Futuramic line of power 
mowers and the free home trial 
plan. The plan allows the customer 
to try a Foley motor for 14 days 
with the privilege of return with no 
obligation to the customer. A folder 
also is available to describe its Mow 
Now—Pay Later time payment plan. 
Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn. 


151 Pre-Measured Chain. A cata- 
log page, in color, describes a color- 
coded plastic measuring lengthmark 
to provide quick identification for 
Proof Coil, BBB Coil, and High Test 


Chain. The three types are marked 
every 10 feet by plastic color bands. 
Hodell Chain Co., Cleveland 3, Ohio. 


152 Storage and Display Equip- 
ment. Folder 320-A describes the 
time-and-space-saving advantages of- 
fered by Revolvo Steel Storage and 
Display Equipment to both owners 
and customers. A section on drawer 
inserts, display counters, nail bin 
counters and other equipment de- 
signed to utilize floor space most ef- 
fectively is included. The Frick- 
Gallagher Manufacturing Co., Well- 
ston, Ohio. 


153. Gas Furnaces and Central Air 
Conditioning. Illustrated descriptive 
catalog on horizontal, vertical, and 
counterflo furnaces and central] air 
conditioning is available on request. 
Chattanooga Royal Co., Chattanooga 
6, Tenn. 


154 Bats and Golf Clubs. Nominal 
quantities of a full-color catalog 
which describes the company’s line of 
baseball, softball, and Little League 
bats are offered to dealers. Also 
available is a two-page catalog show- 
ing the company’s entire golf club 
line. Hillerich & Bradsby Co., Inc., 
434 Finzer St., Louisville 2, Ky. 


155 Hobby Tools. A catalog is 
available which illustrates and de- 
scribes the Grifhold line of precision 
built tools for hobbies, graphic arts, 
offices, and crafts. The Griffin Man- 
ufacturing Co., 191 Lyndhurst St., 
Rochester 5, N. Y. 


156 Repair Handles. A_ chart 
which determines the correct repair 
handle for a specific tool and the 
tools fitted by a specific handle is 
available. It covers more than 95 per- 
cent of dealer’s ash repair handle 
requirements. The chart lists orig- 
inal handle and suggests alternates, 
and comprises both True Temper and 
Brair Edge grades. True Temper 
Corp., 1623 Euclid Ave., Cleveland 
15, Ohio. 


157 Store Displays. Each type of 
display item from ticket holders to 
complete display units is fully illus- 
trated and described in a catalog 
which contains much information on 
display assembly. Reeve Co., 9249 
East Bermudez St., Rivera, Calif. 


158 Nails Data. A_ pocket-size 
handbook containing information and 
specifications for Stormguard nails is 
available. A two-page chart gives 
specific data on the sizes and quantity 
of nails to use for various types of 
roofing, siding and trim as recom- 
mended by leading trade associations. 
W. H. Maze Co., 400 Church Blvd., 
Peru, Il. 


159 Measuring Tapes. A catalog 
describing and illustrating the firm’s 
complete line of measuring tapes and 
related products, including Power- 

(Continued on page 79) 


SOUTHERN HARDWARE for SEPTEMBER, 1959 











INFORMATION CENTER 


y 
ucts or sales aids mentioned in 
this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales aids, 
just insert in the appropriate space provided on one of these 
postage-free cards the key numbers of the items in which you 
are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 





These cards 
can help 
you get 


valuable 
information 


No Postege 
Stemp Necessary 
If Mailed 
in the 
United States 


PLY CARD 


9, ?. L. & RB, ATLANTA, GA. 


Southern Hardware 


806 PEACHTREE ST. N. E 
ATLANTA 8, GEORGIA 


Pestoge No Postage 


Will be Paid Stamp Necessary 
by If Mailed 


in the 
Addressee United States 


BUSINESS R PLY CARD 


FIRST CLASS PERMIT NO. 582, 9, P. L. & &, ATLANTA, GA. 


Southern Hardware 


806 PEACHTREE ST. W. E 
ATLANTA 8, GEORGIA 





Tapes with controlled speed blade re- 
turn, is available. Evans Rule Co., 
400-16 Trumbull St., Elizabeth, N. J. 


160 Edged Tools. Colorful catalog 
pages which present the company’s 
line of garden tools, axes, hammers, 
and hatchets are available. Illustra- 
tions show the tools in use. Mann 
Edge Tool Co., Lewistown, Pa. 


161 Industrial Doors. A 12-page 
Industrial Door Catalog No. A-410 
features technical data and illustra- 
tions on the R-W line. Specification 
and installation data, application 
photographs, and a section on the 
automatic electric door operators are 
included in the catalog. Industrial 
Door Division, Richards-Wilcox 
Manufacturing Co., 217 Third St., 
Aurora, Il. 


162 Display Attachments. A color- 
ful catalog, 400A, featuring Vizuclips, 
display attachments for perforated 
panels, is available. The catalog 
shows a complete selection of Vizu- 
clips for displaying all types of mer- 
chandise on either 4” or %&” panels. 
L. A. Darling Co., Bronson, Mich. 


163 Garden Hose. Catalog sheets 
give full information on Biltrite viny] 
and rubber Garden Hose, as well as 
Biltrite Triple-Tube Flexible Sprink- 
lers. The sheets are in full color and 
well illustrated. American Biltrite 
Rubber Co., P. O. Box 1071, Boston 3, 
Mass. 


164 Industrial Knives. A 52-page 
pocket-size Handbook illustrating a 
thousand industria] hand and ma- 
chine knives, craftsmen knives and 
fix-up and paint-up tools is offered. 
Hyde Manufacturing Co., Department 
“H,” Southbridge, Mass. 


165 Fishing Tackle. An indexed 
catalog provides descriptive data on 
each item in the company’s 1959 line 
of fishing tackle. True Temper Corp., 
American Tackle Division, 1623 Euc- 
lid Ave., Cleveland 15, Ohio. 


166 Padlocks, Brass and Bronze 
Hardware. Available literature in- 
cludes: 6-page gate-fold catalog 
showing complete line; 4-page catalog 
of carded and blister-packed pad- 
locks, and catalog pages on various 
products. The Slaymaker Lock Co., 
Lancaster, Pa. 


168 Drill Attachments. Two cata- 
logs are offered on the company’s 
hardware line. One is for inclusion 
in wholesalers’ catalogs. The other is 
an 8-page book that wholesalers can 
make available to all their dealer 
prospects. Items cataloged in both 
books are: Supreme Brand Chucks; 
six models of Supreme Screwdriver 
Attachments; the Supreme Versa- 
matic; and the Supreme Versamate. 
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Supreme Products Corp., 2222 S. Cal- 
umet Ave., Chicago 16, Ill. 


245 Relief Valves and Wall Hy- 
drants. A 4-page bulletin, LL-5990, 
describing water system relief valves 
lists two models, Nos. 451 and 452, 
for pressure only protection in cold 
and hot water lines. For both temper- 
ature and pressure relief, it offers 
Nos. 453, 494, and 495. Bulletin LL- 
8841 describes the Mansfield line of 
frostproof wall hydrants. Mansfield 
Sanitary, Inc., Perrysville, Ohio. 


246 Floor Polisher. A four-color 
catalog insert page describes and 
illustrates the Houseboy model FP-33 
floor polisher, the accessories avail- 
able, and the 2-way display stand 
with 5-color zip-in panels that con- 
vert it to a display for either polisher 
sales or rentals. Red Devil Tools, 
Union, N. J. 


247 Packaged Fasteners. The re- 
vised Package Stock Guide to States- 
ville Inventory, SPG-3, outlines the 
packaged items, sizes, and finishes 
regularly carried as standard in 
Statesville’s 500,000 gross shelf stock 
of fasteners. Covers eight pages. 
Southern Screw Co., P. O. Box 1360, 
Statesville, N. C. 


248 Pulley Assortments. Two 
catalog pages are available on swivel 
eye and fast eye pulley assortments 
which illustrate and describe the pul- 
leys in each display box. The red and 
white display box suggests the vari- 
ous usages for the pulleys, and shows 
the retail selling prices. North & 
Judd Manufacturing Co., New Brit- 
ain, Conn, 


248 Plumbing Rack. An illustrated 
catalog and price list is offered on 
the Plumb Shop Merchandiser, a blue 
and red, all metal display rack that 
stocks and sells flexible copper tubes, 
valves, and fittings. Plumb Shop, 1341 
Temple, Detroit 1, Mich 


255 Fastening Devices. A 6-page 
folder, Form ASC-559, features de- 
tailed information on “Hi-Red” 
Plastic Expandable Screw Anchors, 
the “Wally” Plastic Screw Anchor, 
“Drive-Straps,” and other fasteners 
in the company’s lines. Holub In- 
dustries, Inc., Sycamore, II. 
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256 Tank Balls and Floais. An il- 
lustrated brochure lists and describes 
in detail tank balls and floats in sizes, 
shapes, weights, and materials for 
every service application and water 
condition. The Reichert Float & 
Manufacturing Co., 2250 Smead Ave., 
Toledo 6, Ohio. 


257 High-Density Plastic Pipe. A 
4-page brochure describes the “Hi- 
Mol” high-density flexible polyethy- 
lene pipe. Carlon Products Corp., 
Aurora, Ohio. 


258 Rubber Bonded Abrasives. 
Rubber bonded abrasives for polish- 
ing and finishing are featured in a 
white and blue folder. Their special 
function and types of materials on 
which they are particularly useful, 
specifications, and prices are given. 
The Carborundum Co., Niagara Falls, 
a. Es: 


259 Mandsaws. The proper use 
and care of handsaws as well as their 
design and construction, is discussed 
in the Handsaw Manual. The illus- 
trated pocket size manual also de- 
votes one section to information for 
the home or professional carpenter. 
Education Dept., Atkins Saw Divi- 
sion, Borg-Warner Corp., Indianapolis 
25, Ind. 


260 Plastic Sewer Pipe. The ad- 
vantages of Chem-Weld drainage 
pipe, its installation and handling are 
described in detail in an illustrated 
brochure. Southwestern Plastic Pipe 
Co., Box 117, Mineral Wells, Texas. 


261 Home and Agricultural Tools. 
Catalog No. $5960 includes informa- 
tion on the company’s line of garden, 
lawn, and farm tools; shears, grass, 
and weed tools; shovels, spades, and 
scoops; and repair handles. The 52- 
page catalog is 8%” x 11”, punched 
to fit binder. True Temper Corp., 
1623 Euclid Ave., Cleveland 15, Ohio. 


262 Water System Products. A 
general catalog, illustrated and in 
color, presents data on the company 
products and services under the fol- 
lowing section headings: “Submerga” 
Pumps, Jet Pumps, Piston Pumps, 
Centrifugal Pumps, Sump Pumps, 
Hand and Windmill Pumps, Pump 
Accessories, Water Conditioners, En- 
gineering Information, and Sales 
Aids. Red Jacket Manufacturing Co., 
1051 S. Rolff St., Davenport, Iowa. 


263 Central Heating and Air Con- 
ditioning. An 8-page, full-color cata- 
log combines gas fired, forced-air 
furnaces and residentia] air condi- 
tioning into one brochure. Represent- 
ative models are shown, also de- 
tailed cutaway views. Along with 
complete specifications are illustra- 
tions of typical installation of the 
equipment. Chattanooga Royal Co., 
Chattanooga 6, Tenn. 
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264 Athletic Equipment. A 3- 
color, 14-page catalog features the fall 
and winter line of athletic equipment. 
Includes football, basketball, boxing, 
volley ball, and soccer equipment. 
Draper-Maynard Co., Cincinnati 32, 
Ohio. 
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frequently clinches a sale. 

Farming out service wasn’t 
satisfactory, Weir confided, be- 
cause (1) The customer often 
didn’t get the service promptly, 
and (2) Too many times the 
servicemen called at awkard times. 

Averaging five service calls 
daily, about 80 percent of the re- 
pair volume is performed in cus- 
tomers’ homes. Most people pre- 
fer on-the-spot service, Weir be- 
lieves, because it eliminates the 
problems involved in moving the 
item and there is no delay while 
the appliance is traveling to and 
from the store. 

The Missouri store operates a 
special - equipped service truck 
with tool and parts boxes attached 
to the sides. Repair covers a large 


range of appliances — washers, 
refrigerators, garbage disposals, 
plumbing, ice machines, water 
pumps, etc. The store’s moderate 
charges have built maximum good 
will—$5 for the first hour, $3 for 
additional hours. 

“Despite our reasonable 
charges,” Weir disclosed, “our 
service department is on a self- 
sustaining basis. This, despite the 
fact that we charge all warranty 
calls against the department. If we 
counted the profits from parts sold 
through repair work, we would get 
well into the black in this depart- 
ment. 

“Our service plans are pegged 
around our getting to each cus- 
tomer within 24 hours after the 
service call is received,” Weir con- 
tinued. “If it’s an emergency like 
a washer breakdown on washday, 
we attempt to get right out. We 
use good service to keep the cus- 
tomer satisfied after making the 
sale, so he’ll come back again and 
again.” 

It is standard procedure to main- 
tain complete service records on 
each customer. Reflecting name, 
address, telephone number, de- 
scription of the work, name of 
serviceman doing repair, and the 


charges, the service card system 
is useful in cases when the cus- 
tomer calls and contends that a 
defect supposedly remedied before 
is again causing trouble. By check- 
ing back on the cards, it is easy 
to show the customer that a new 
problem wasn’t involved in previ- 
ous repair. 

The firm also has maintained 
records of all sales dating back to 
1928. There are 1,500 names in this 
file of customers. It reflects the 
customer’s name, address, type of 
merchandise purchased, trade-in 
allowance, price paid, etc. When a 
customer returns to trade in an 
item, there is finger-tip informa- 
tion on the price originally paid for 
the item, Weir points out. 

“We try to route service work as 
efficiently as possible,” he says. 
“The serviceman phones in at each 
stop and if we receive any other 
calls in the area, we funnel those 
to him. On a recent Saturday, he 
made 11 service calls and on these 
rush days proper routing is of 
prime importance.”’ 

Though home appliances are dis- 
played at the front of the store and 
in the giftwares alcove, the main 
display is a 14 x 25 foot complete- 





er norsepower 


| 
} 


oer dollar! 


RED HEAD 


Mode! No. 1550 (less motor). Delivers 
3.5 cfm clean, oil-free air at 50 psi, yet 
weighs under 30 Ibs. 14” x 8” x 10”. 
Highest quality construction. Operates 
on any %4-HP or larger motor, engine, 
or power takeoff. Complete package 
includes compressor, pulleys, V-belt, 
sprayer, hose, tire chuck, fittings. 


POWER AIRE 


Model No. 105. A power-house! De- 
livers full 3.5 cfm at 50 psi but weighs 
only 23 Ibs. including %4-HP GE direct- 
drive motor. Ultra-compact, 1112” x 6%” 
x 10”. Finest quality throughout. Com- 
plete package includes motor, comprés- 
sor, sprayer, hose, tire chuck, fittings. 


| COMPRESSOR DIVISION, MILWAUKEE 1, WISCONSIN 


a et cat a 


JOHNSON 


AIR COMPRESSORS 


Product of 74 years of leader- 
ship in the manufacture of 
precision pneumatic equip- 
ment, the new line of John- 
son Air Compressors intro- 
duces advanced concepts of 
compressor design and per- 
formance. These low-cost 
units actually outperform 
many larger, higher-priced 
compressors. See your jobber 
or distributor. 


36 OTHER MODELS 
Complete line of accessories available. 
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We’ re i? 50-Million People 
9 Reasons To Buy! 


The Star of the Atlantic City Housewares Show is coming to 
your neighborhood! Fall issues of McCall's Magazine, Better 
Homes & Gardens, Ladies’ Home Journal, Sunset, Women’s Pages 
of leading U. S. newspapers, will carry colorful advertising and 
news stories on Republic's amazing new Stacking Shelves. 
Mothers, Dads, youngsters will want them! 


® VW 
REPUBLIC’S 


NEW 


STACKING 
SHELVES 


A Polly Flex Product 


af, i ae 


» 


Made of a New Rigid Plastic—Beautiful Polypropylene — with Permanent High Luster Finish 


: SS i = 
For the Children’s Room and a———— IE 
Many Other Home Uses! 
Republic’s Stacking Shelves won’t scratch floors - 
or walls. They’re durable, lightweight, easily _ 


moved, easy to keep clean. Individual units are FOR THE BATHROOM FORTHE KITCHEN | FOR THE UTILITY ROOM 
1814" long x 934” wide x 1134" high, can be stacked LINENS — COSMETICS CANNED GOODS — GADGETS 

as high as desired. ’ 

Join Republic’s big selling campaign now! Order Y.° | FOR MANY 


in a complete stock of Stacking Shelves in all 3 
colors, Brown, Sea Foam Green, Yellow. om and) P ra A ‘eile AL 


Pack No. 226, 2 UNITS WITH TOP COVER, 
Price $9.95 . . . . «. Weight per case, 6 pounds. FOR THE WORKSHOP HOME USES 1 Ime NURSERY 
OLS — SUPPLIES 


Pack No. 227, 3 UNITS WITH TOP COVER, ~ POWDERS — TOYS 
Price $13.95 . . . « Weight per case, 8 pounds. 


REPUBLIC 7 


a 


MOLDING CORPORATION FOR THE FAMILY ROOM FOR THE TELEPHONE FOR THE BEDROOM 
MAGAZINES — BOOKS DIRECTORIES WITE STAND 


6465 N. Avondale, Chicago 31, Illinois © 1959 
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HAAmerica’s 


Gilson... 


maaneuverarble 


SUPER DELUXE — Rotating 
wheels lock in 4 positions or free 
swivel. Tills around shrubs and trees 
or side hills with ease. No other tiller 
can match this maneuverability — 
will outperform them all 


EST. 1911 
Brothers Co. ....... sox a, 
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Finest "L'iller s 


.. ALL-ways the most 
tiller ever made 





CORPORAL — A modern tiller that 
has trouble free design and depend- 
able construction 





RENTER — Truly a heavy duty <2 KUTUP — Built to handle all ma- 
tiller, designed for top profit per- terial, You can quickly make a com- 
formance and long life under rigor- ; i post heap in a few hours 

ous Rental Service or) - 





ALSO A COMPLETE LINE OF GILSON CONCRETE MIXERS AND CHAIN SAWS 


~ PLYMOUTH ae SCONSIN Gilson Rastedtes At: Plymouth, Wis. © Fredonia, Wis. 
Oostburg, Wis. © Greensboro, N. C. 


SOUTHERN HARDWARE for September, 1959 For more information use Handy Return Card, Page 77 








Mr. Wholesaler: 


PAPER WORK GOT YOUR HANDS FULL? 


Buy Tacks, Nails from One Source 
... Increase Your Profits up to 5% 


Even if you had eight arms it couldn’t be easier. With the compre- 
hensive Atlas line you have one order, one invoice, one shipment, 
one brand to inventory. 


As a matter of fact, Atlas’ broad line of tacks, nails, brads, rivets, 
staples and kindred items is equivalent to about a dozen scattered 
suppliers. By using this single source, you save 11 extra transac- 
tions and this saving of time and work can actually increase your 
profits as much as 5%! 


It’s no accident that Atlas products have 
been standard of the industry since 1810. 
With the Atlas line you get top quality 
at competitive prices, “family” packaging, 
and appealing, self-selling displays to say 
nothing of increased profits! 


dis Atlas = 


FAIRHAVEN, MASS. * HENDERSON, KY. 





ly-equipped model kitchen. Here 
a dryer, washer, range, refriger- 
ator, sink cabinets, etc., are shown 
in a natural environment. Mrs. 
Beaulah C. Simpson, vice-president 
of the company, directs activities 
in this area. With her program, the 
investment in the model kitchen 
pays handsome dividends. She is- 
sues regular invitations, via post- 
card and telephone, to high school 
and college home economy classes, 
womens’ clubs, civic groups, 
chambers of commerce, etc., to at- 
tend demonstrations scheduled in 
the kitchen. The general tenor of 
response to this program has been 
uniformly good with from five to 
10 big demonstrations scheduled 
every year. 

“While we don’t realize too many 
sales during the demonstrations,” 
Mrs. Simpson disclosed, ‘“‘we arouse 
the interest which frequently is 
the prelude to subsequent business. 
We also hold a great many demon- 
strations for individuals in the 
kitchen. It’s a good spct to get ap- 
pliance prospects out of the way of 
other store traffic and concentrate 
their attention on this merchandise 

“Launiry equipment is good 
demonstration timber,” she _ re- 
ports. “So many of our customers 
have the erroneous impression that 
an automatic washer is a complex 
piece of machinery and doesn’t get 
clothes as clean as conventional 
models. We ask them to bring in 
dirty clothes and permit us to 
prove them wrong on both counts. 

“Our washer demonstrations are 
complete,” she said. “We show how 
the three rinses work, the lint 
chamber, the fact that the ma- 
chine is completely automatic, 
point out the special controls for 
washing various fabrics that elim- 
nate the need for hand-washing. 
Speed, water, and temperature 
controls receive attention during 
the demonstration. 

“Every piece of equipment in the 
model equipment is top-quality,” 
Mrs. Simpson continued, “‘and these 
demonstrations are frequently the 
key to stepping customers up to 
better merchandise. We also get a 
good percentage of tie-in sales 
from the demonstrations. By dem- 
onstrating a $329 dryer after we’ve 
shown the $399 washer, we often 
make an extra sale.” 

Weir uses an old refrigerator 
that he sold originally back in 1927 
to one of the leading citizens in the 
community to arouse the interest 
of customers. The all-porcelain re- 
frigerator originally sold for $245. 

“When a refrigerator prospect 
balks a little on the price of new 
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models,” Weir said, “I simply take 
him back and show him this old 
five-foot porcelain model with its 
open-type compressor, one-year 
warranty and old-style ice-cube 
trays, stressing that it was sold for 
$245. Today, I tell him I can sell 
him a nine-foot box with quick- 
cube ice trays, cross-top freezer, 
with a five-year warranty, for 
$199.95.” 

Displaying a 12-foot, front-proof 
refrigerator, priced at $599.95 in 
the gift showroom has resulted in 
numerous sales, according to Mrs. 
Simpson. With top exposure to the 
lively traffic generated by a mod- 
erately-priced line of gifts, this re- 
frigerator is seen frequently by 
customers who overlook other ap- 
pliance displays and often say, “I 
didn’t know you handled home 
appliances.” 

Changed every two weeks, the 
window display features one major 
appliance in the background. Con- 
sidering seasonal displays of ap- 
pliances in the window the most 
effective form of direct advertis- 
ing, the store puts considerable ef- 
fort into this promotion. The dis- 
play strategy involves arranging a 
number of small, seasonal items in 
the window ledge to attract atten- 
tion of window viewers, with the 
major appliance shown directly 
back of the window where it is 
seen easily. Typical was a recent 
display that featured outdoor items 
—sporting goods, fishing tackle, 
croquet sets, portable iceboxes, etc., 
with a 12-foot refrigerator shown 
directly back of this display. 

“We use a variety of conversa- 
tion pieces to get attention to our 
display windows,” Mrs. Simpson, 
the window decorator, disclosed. 
“Before Mother’s Day, we asked 
people in the community, via news- 
paper advertising, to bring in pic- 
tures of their mothers for display 
in the windows. We received about 
50 pictures which made an attrac- 
tive display. Many of the mothers 
had passed away. This particular 
window created a great deal of in- 
terest in the community and we 
repeated the idea on Father's Day.” 

The store works on a 25 percent 
mark-up in the appliance depart- 
ment. The store offers appliance 
customers financing through a lo- 
cal bank. The financing program is 
in charge of Hall Layman, secre- 
tary-treasurer of the store. 

“Our appliance buyers are quali- 
ty minded,” Weir said, “and, as a 
general rule, prefer to buy from us 
rather than from discount-minded 
firms because we stand back of the 

(Continued on page 86! 





Turn customer 
NEEDS 





into 
profitable 
SALES... 





for farm 
and 
industrial uses 


POULTRY NETTING 

Strong, uniformly woven hexagon netting. Gal- 
vanized before or after weaving. Mesh: %”, 
1” or 2”; *Standard Widths: 24” to 72”; Length: 
150 linear ft. rolls. H gauge Animal Pen 
Netting also available in 18, 16 and 14 gauge. 


HARDWARE CLOTH 

Standard and heavy grades. Uniformly woven 
and heavily galvanized. Mesh: 2, 3, 4 and 8; 
*Standdrd Widths: 24” to 48”; Length: 100 
linear ft. rolls. All-welded wire cloth available 
in 2”, %”, %” and 1” mesh. 


WELDED WIRE FABRIC 


New all-welded fabric for fence, pen or general 
utility. Exceptionally strong. Welded of gal. 
vanized wire. Mesh: 1” x 1”, 2” x 1” and 4” x 2”; 
*Standard Widths: 24” to 72”; Length: 100 
linear ft. rolls. 


* special widths 
available 
on special order. 


WICKWIRE BROTHERS, INC. 
Cortland, N. Y. 


NAILS & BRADS = WIRE NETTING . WIRE SCREENING . HARDWARE CLOTH 





CAVERT & LIPSCOMB - Nashville and Dallas 
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merchandise with topflight service. 

“I sold my first Frigidaire re- 
frigerator in 1923 and have held 
this franchise, and served as an au- 
thorized service agency for this 
manufacturer, ever since,” he said. 
“I am proud to have won the man- 
ufacturer’s service award for four 
years during the 1950's.” 


= 


Promoting Space Heaters 
for Added Profits 


(Continued from page 62) 


The 80 by 80-foot building is 
crammed so full of home-remodel- 
ing and home equipment needs one 
gets the impression that they have 
everything. The three partners con- 
structed the building themselves 
10 years ago when they decided on 
this location. They designed all the 
display fixtures and showed quite 
a genius in so doing. Even though 
there is a tremendous variety of 
items and ample stocks of each, 
they are so well assorted and class- 
ified everything is found easily by 
both the personnel and customers. 
The different classes of stock are 
for the most part displayed in sep- 
arate row sections from front to 


rear of store. There are passage 
aisles between the sections. Some 
of these display sections consist of 
four-tiered display tables extend- 
ing from front to rear. On each dis- 
play shelf of each four-tier table is 
a separate array of assorted mer- 
chandise. Then again there are 
swinging platforms suspended from 
ceiling front to rear, on which are 
found other displays. 

The appliances, major and min- 
or, are in a separate display row 
of their own from one end of store 
to the other. There is a passway on 
each side of this appliance row 
that enables the do-it-yourselfer 
to closely inspect every refrigera- 
tor, freezer, range, washer or space 
heater to his satisfaction. 


e 


A Drive-in 
for Building Items 


(Continued from page 63) 


ing, shingles, special grades of ply- 
wood, and perforated paneling. 
Two alleys through the racks lead 
to this storage space. 

Upper levels of the racks are 
reached by sturdy mobile steps. 


These have short legs and a han- 
dle at one end, four-inch rubber- 
tired wheels at the other, making 
them as easy to move as a wheel- 
barrow. 

Pieces of different lengths are 
mixed in the same bins. Crayon 
marks on the ends tell the length 
of a piece. Color codes posted be- 
tween each pair of roller doors list 
the different colors for each two- 
foot length from eight to 16 feet. 
This has proved many times to be 
a time-saving device. 

Also posted are price lists for 
stock opposite each door, plus ex- 
planation of pricing for plywood 
and sheeting in less than sheet 
size. This includes a  50-cent 
charge for cutting. A portable saw 
table can be rolled along the aisle 
between racks and rolldoors. 

All leftover short pieces are 
price-marked and stacked behind 
the racks. However, not many re- 
main on hand for long, since hob- 
byists are continually asking for 
single pieces “about this long and 
so wide.” 

Also at the back of the lumber 
building is a revolving bin con- 
taining the most-used types of 
nails. These are pre-packaged in 
bags holding one, two, and five 





DEVELOPED 
ON THE RANCH 
AND IN THE 
RODEO ARENA... 


YACHT 
MANILA 
LARIAT BY 
PLYMOUTH 


Ask any cowhand what makessuperior lariat ‘‘handability.” 
Odds are he won’t be able to put the answer into words. 
But, he can sure see and feel the difference between com- 
mon rope and Yacht Manila Lariat . . . just as a golfer can 
feel the difference in a well balanced club. 

For more than fifty years cowboys have been our engi- 
neers, and the wide open spaces our testing grounds. To- 
day’s Yacht Manila Lariat has a true springy feel . . . firm 


enough to hold a loop when thrown. And it’s free of slivers. 
For your customers who want the best, order Yacht Manila 
Lariat from your Plymouth representative, today. 


PLYMOUTH CORDAGE COMPANY: PLYMOUTH, MASSACHUSETTS 
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WOVEN-WIRE FENCE 


long-lasting sturdy design 
rust-resisting, zinc-coated 
meets every farm need: 
for poultry, cattle, orchards, etc. 


NAILS, BRADS, AND STAPLES 


bright, blued, galvanized, 
or cement-coated 
all popular styles and sizes 
in handy 50-lb and 100-lb cartons 


BOLTS AND NUTS 


all standard sizes and styles 
packed in handy, easy-to-identify 
cartons 


BARBED WIRE 
top-quality galvanized 
evenly twisted strands, well-wrapped barbs 
80-rod reels in all popular 
2 pt and 4 pt styles 


GALVANIZED STEEL 
ROOFING AND SIDING 


easy-to-install, zinc-coated 
4 styles— V-crimp, corrugated, 
Roll-roofing and Stormproof 
(non-siphoning ) 
all matching accessories 


AUTOMATIC-BALER WIRE 


meets ASAE specifications 
uniform gage, annealed 
fits all modern balers 
packed in handy cartons 


STEEL FENCE POSTS 


strong and easy-to-drive 
new-billet steel, painted green 
three styles as shown 


TOP 
QUALITY 


FAST 
DELIVERY 


The nearest 
Bethlehem sales office 
or hardware jobber 

can give you 

fast delivery. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM 
STEEL 





ONLY 
Savage HAS 


‘Easiest cutting height adjustment 
on any rotary mower! 


...thate just Lot many Savage ideas to help 


oe 


Soe A? 


19 and 22 inch ROTARY MOWERS 
(also 18” electric rotary) 


22 inch SELF-PROPELLED ROTARY 
26 inch ROTARY RIDER 

18 and 21 inch REEL TYPE MOWERS 
25 inch LAWN SWEEPER 
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you sell more power mowers profitably in 1760! 





COMPARE Savage... 


e COMPLETE LINE! eASSURED QUALITY! 
eCOMPETITIVE PRICES! eEXTRA DISCOUNTS! 
eSTRONG LOCAL ADVERTISING SUPPORT! 
eCONVENIENT SERVICE! eFULL YEAR WARRANTY! 


Coe ue at the Trade Shows- or write to 


Savage Arms Corporation, Lawn Mower Division, 
Chicopee Falls, Mass. 





pounds. No other hardware is 
stocked in the shed. 

A mezzanine over the main 
floor stores back-up stock in doors, 
windows, frames for both, and 
trellises. These prefabricated 
pieces are safer from casual dam- 
age likely in a self-service shed if 
they are kept out of sight. 

Inside the lumber department at 
the end farthest from the highway 
a separate “dry room” has been 
built. This is for plaster, mortar 
mix, cement, lime, and other 
moisture-susceptible products. It 
has a wooden floor and inner walls 


separated from the shed’s concrete 
floor and block walls by layers of 
builder’s paper. Doors to this room 
remain closed when outer rolldoors 
are open to the weather. 

In this compactly arranged shed, 
Otto Brady carries many hard- 
woods not ordinarily stocked in 
lumber yards. This is in keeping 
with the firm’s reputation for 
stocking almost anything one 
could need in hardware and build- 
ing materials. This complete stock 
draws customers from 25 miles 
away, past dozens of other hard- 
ware stores and lumber yards. 








Make Friends 
by Recommending 


Gola Modal SEINE TWINE 


Dealer after dealer has built up friendships, 
patronage and profits by doing it. For the Gold Medal 
Seine Twines are the favorites of fishermen 
everywhere. They are the greater value products 

of America’s largest and most experienced 








manufacturer of fish netting and seine twines. 


e GOLD MEDAL COTTON SEINE TWINE...for generations 
the most popular! 


e GOLD MEDAL CONTINUOUS FILAMENT NYLON SEINE 
TWINE...the finest Nylon twine! , 


@ AND NOW NYAK SEINE TWINE ... gives the chief advan- 
tages of Nylon at a saving! 
ORDER FROM YOUR JOBBER 


THE LINEN THREAD CO. INC. 


BLUE MOUNTAIN, ALABAMA 
Makers of Quality Twine Since 1784 








Brady Mercantile Co. will make 
deliveries up to 25 miles, too. This 
serves to attract both amateur 
carpenters and cabinet makers, as 
well as contractors seeking fill-ins 
for stock not quickly obtainable 
from their regular sources. 

Prices at Brady Mercantile are 
competitive with most lumber 
yards at the small-quantity level. 
No big stocks are usually carried, 
because wholesaler deliveries can 
be made daily. 

Turnover and revenue per 
square foot in lumber alone are 
slightly above Brady’s average for 
hardware business. This compen- 
sates for a slightly lower markup. 
Store and shed are connected by 
interoffice communication units. 
These are spaced so that the men 
can call for added help as needed 
on either side of the street. Or 
they can request items to fill out 
an order without having to make 
unnecessary trips themselves. 

Although the lumber business is 
labelled self-service, customers 
often do require assistance. Many 
customers, for instance, are 
women. Therefore, the shed em- 
ploys two full-time men and a 
helper, and shares the store’s de- 
livery man. Brady expects soon to 
add another full-time man to the 
staff in the building materials de- 
partment. 

Sa 


To Corner Splurging 
Christmas Market 


(Continued from page 65) 


live Santa riding on a real elephant 
as he came into the Center, where 
he thenceforth would be available 
to interview little tots from 11 a.m. 
to 12 noon, 1 p.m. to 6 p.m., and 
from 7 p.m. to 9 p.m daily until 
Christmas. Full publicity, of course, 
is given to this promotion, and the 
results are always excellent. 

The next step is to be prepared 
for the customers when they arrive 
in answer to the various pro- 
motions, and here again, Center 
Hardware is ready. The toy and 
hobby department is enlarged to 
take over part of the hardware 
section and toy inventory is in- 
creased by 100 percent. The gift 
department is glamorized with a 
beautiful $125 completely deco- 
rated flocked holly Christmas 
tree imported from California. 
Christmas gift wrappings and tree 
lights are also available in this de- 
partment. 

A full inventory of toys is car- 
ried, with reordering taking place 
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Self-Service 
Merchandising Units 


EXPAND 
Profits! 


IN REEVE SHURE-SELL COMPONENTS you have at 
your command a complete line of self-service dis- 
play equipment, low in cost and easily assembled 
without special tools or skills. 

With self-service units you can increase your 
display effectiveness and cash in on impulse buying. 
Put yourself in the profit picture today! 


FREE! — STORE EQUIPMENT CATALOG 


Every type of display item needed in the modern self 
service store fully described and illustrated. Loaded 
with time-saving information on display assembly and 
modern store engineering 


REEVE COMPANY 
Main Office & Plant: 9249 E. Bermudez St 
Pico Rivera. Calif... OXford 2 


Reeve products also available in: San Diego, Oakland, San 
Francisco, Portiand, Seattle, Phoenix, San Antonio, Min 
neapolis, Honolulu and Vancouver, B.C 
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Use REEVE components 


for self-service sales appeal! 


WALL STANDARDS 

No. 40. For wood or 

glass shelving; 1/16" 

steel 

No. 44. 35% heavier for 

heavy duty at no in 

crease in cost. Double 

slotted for continuous 

shelving ] 











DISPLAY BOARD 

3/16 pressed board; 
1/4” square holes on 1" 
centers for strength, 
Stability and flexibility 
of arrangement 


ACCESSORIES 

Reeve offers a wide 
variety of brackets 
) pegs, hangers, hooks 
and other display 
accessories 


GLASS SHELVING “ea 


Heavy-duty, 7/32” thick; both edges polished; 
ends seamed. Uniform in thickness and durability 


I BIN HARDWARE 14 
f [ ~ww 


LS ° ott D yt 


Reeve hardware is available to construct every 
conceivable combination of giess bin arrange 
ments — corners, splicers, and holders, division 
holders — Reeve can supply all your needs! 


PRICING EQUIPMENT 

Price strips (steel or 

aluminum), ticket hold 

ers, plastic tags — numerals, alphabets and one 
piece price tags. You name it Reeve has it! 
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NEW 2 SCREEN 
DEPARTMENT 


attracts customers 
speeds sales 
prevents damage 


OPAL makes selling 

screening easy! No 

more heavy, hidden 

inventories . . . no 

more snarling wire, clerks 

and customers. Opai’s new com- 
bination rack and screening offers 


help you these five important ways .. . 
DISPLAY 


Speed Turnover—Point-of-purchase display sells more 
merchandise. 

Save Time—OPAL'S ‘‘Marked and Measured"’ speeds dis- 
pensing right from the rack. 

Reduce Inventory—Through more efficient control of stock. 
Improve Service—Customers aren't kept waiting . . . you 
save time. 

Save Floorspace—Attractive, compact takes only 6-sq. ft. 
of floor space. 





Choose your Opal Screening Department now— 


Offer No. 1—Display Rack plus 10 100’ rolls of Opal Galvanized 
Screening (2534 sq. ft.) 

Offer No. 2—Display Rack plus 5 100’ rolls of Opal Aluminum 
Screening (1267 sa. ft.) 

Offer No. 3—Display Rack plus 5 100’ rolls of Opal Vinalume 
Screening (1267 sq. ft.) 

Offer No. 4—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Aluminum Screening (2534 sq. ft.) 

Offer No. 5—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Vinalume Screening (2534 sq. ft.) 


NEW YORK WIRE CLOTH COMPANY 


YORK PENNSYLVANIA 





as needed up to two weeks before 
Christmas. Included are wheel 
goods, hobby items, dolls, toddlers’ 
toys, little boys’ gun sets, little 
girls’ housekeeping sets, games, 
educational toys, mechanical and 
electrical toys and sporting goods. 

There is a toy display in front 
of the large plate glass window, 
which provides full visibility from 
outside. Up front, also, is the 
model railroad display, which is 
completely enclosed by glass and 
designed so that even a two-year- 
old can enjoy making the trains go, 
by pushing the buttons from the 
outside. The doll and doll clothes 
display is kept under glass also, so 
little girls, too, can look but not 
handle. 

Advanced hobby equipment is 
kept in a special room at the right 
rear, the year around. Here a train- 
ed hobbyist can help with choices 
and instruct in their use. 

In the toy department, both men 
and women sales help are used, so 
as to please individual shoppers; 
and all toy salespeople are trained 
in a course which the Toy Guid- 
ance Council puts out. Children 
are made welcome, but a friendly 
eye is kept on them to guard 
against breakage. 

Hours from Thanksgiving until 
Christmas are from 10 a.m. to 9 
p.m. five days a week and from 
9 a.m. to 6 p.m. Saturdays. These 
hours seem a little unusual, but 
have been worked out to conform 
to the shopping habits of the 
people of this suburban section — 
the housewives don’t begin shop- 
ping until their morning chores are 
done, about 10 o’clock, and there is 
a lot of family-shopping done at 
night up ‘til 9 p.m. 

By this emphasis on Christmas 
advertising and promotion, the 
Center Hardware Store already has 
built up a widespread reputation 
as a place to buy Christmas gifts 
and toys, although the store itself 
has only been open since November! 
of 1956. 


. 


Service, Trade-Ins Win 
The Firearms Business 


(Continued from page 67) 


The average man is quite care- 
less in handling a new gun, Davis 
has learned, and he gets finger 
marks on the metal or otherwise 
spots and mars it. A new gun must 
look new if it is to interest a 
genuine prospect. 

In their battle to maintain thei 
place in gun sales despite the cut- 
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TWO OUTSTANDING WOE, PROMOTIONS 


os . 


ia Special b 


Deluxe Drill Set Display 


No. CP 113 


Christmas comes early for Hanson dealers. Now, the 
finest, fastest selling drill set has taken on special 
Christmas trimmings to help you to sell more as gifts. 
The Hanson No. 113 Drill Set includes 13 High Speed 
Steel Drills from '%" to 44” in the finest drill case ever 
designed. From now until Christmas each set will have 
a colorful gift wrapper, and the Self-Seller Hanson 
11” x 14” Christmas display card will stimulate im- 
pulse buying. Both the display and Christmas wrappers 
are Hanson extras—no charge, of course, to you. The 
supply is limited! We suggest that you ORDER NOW. 


14” 
Retail Value $25.00 


The Display and Christmas Box 
Wrappers are FREE 


Ace Super-Set of Taps and Dies 


With Special Christmas Display Insert 
No. CP 614 
Here’s another money making idea for 
Christmas selling . . . Hanson's Super-Set 


No. 614, containing 39 top quality taps, YOUR COST 


dies and tools, in the finest of cases is 

ready as a Self-Selling Christmas gift $1677 
item. All you have to do is lift the cover 

and let the attractive Christmas insert 

do the rest. Every Super-Set shipped be- SUGGESTED 
fore Christmas will contain a display RETAIL $27.95 
insert. It’s a Super-Set for mechanic or 

handyman ...a Super-Seller for you. 


- Both of these promotions carry Hanson's Famous 
Unconditiona/ Guarantee 


ind e> a) <—- « See these Hanson Christmas Promotions 
.< = 
“ aay al at Booth No. 186-Nationa! Hardware Show 


© ° ee @ a, © © oe, HENRY L. HANSON COMPANY 


25 UNION ST., WORCESTER 8, MASS., U.S.A, 
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price merchants, Davis Hardware 
uses newspaper space regularly 
during hunting season for depart- 
ment store-type advertisements, 
which have proved satisfactory and 
effective. 

° 


Well-Drilling Promotion 
Sells Pumps, Pipe 
(Continued from page 63) 
owner of the turkey farm spent 
considerable time watching the 


work. While the drilling was in 
progress he remarked to the driller 


that his uncle, also a_ turkey- 
raiser, had been talking about hav- 
ing a well drilled. ‘““‘Why don’t you 
go by and see him. It’s only four 
or five miles out of your way,” the 
customer suggested. 

The driller did drive over the 
following day and, with the 
recommendation of the new pros- 
pect’s nephew to open the conver- 
sation, he signed the uncle for a 
complete well, to be drilled the 
following week. 

“We sell a surprising number of 
well jobs right here on the floor,” 
declared David Newman, member 





Sandvik Saws serve the world! 


Traditional Swedish Craftsmanship 





OTHER PRODUCTS 
SANDVIK OFFERS 


BUCK SAWS 
FILES 
CHISELS 
PLIERS 
SCYTHES 
... all made 


from the finest 
Swedish Steel! 














. is built into every fine Sandvik hand 
saw. Blade of Sandvik Swedish Steel, 
recognized the world over for its excep- 
tional cutting qualities. 


Recommend, stock and display Sandvik 
hand saws, because when you offer Sand- 
vik you are offering the best. 


andvik sree: inc. 


Saw & Too! Division 


9702 NEVINS ROAD, FAIR LAWN, N.J. 





of the firm. That is _ possible 
through maintaining a year-’round 
pump display near the center of 
the sales floor, where nearly every 
farmer and rancher who enters 
will see it. 

Several pumps are displayed on 
a platform, raised above the floor 
about 18 inches. One pump is 
wired and hooked up for actual 
demonstration. Prospects find this 
unit intriguing and many of them 
switch it on to watch it operate. 
Both conventional and submersi- 
ble pumps are shown here. 

“We aim to provide every possi- 
ble type of water well service a 
customer may want,” explained J. 
T. Newman, “and for that reason 
we feature windmills as well as 
pumps. If a customer prefers a 
windmill to a pump, we can just 
as easily figure the complete job 
on the basis of a windmill for 
power.” A windmill remains on 
display throughout the year. 

Pushing complete water wells 
also leads to the sale of water 
heaters and plumbing supplies. 
When anyone sells a complete well 
job, he makes inquiry as to addi- 
tional needs to make the water 
system complete, and such in- 
quiries often lead to the sale of 
pipe for the home and premises, a 
septic tank, plumbing fixtures and 
a water heater, to add materially 
to the profit from the well job. 

“By producing the well, we have 
a definite advantage in selling the 
rest of the equipment to provide 
a complete rural water system,” 
Newman points out. “The cus- 
tomer likes to buy everything from 
one place if he can, and we make 
it easy for him to do so.” 

The company advertises water 
wells and supplies modestly in the 
local paper, but the real source of 
business is through the combina- 
tion of personal contact by the 
driller outside the store and the 
contacts made on the sales floor 
with farmer-prospects, attracted 
frequently to the pump display 
and interested initially by it. 


¢ 


Watertown Names Wilcox 
Director of Marketing 


GEORGE N. WILCOX recently was 
appointed to the newly-created 
post of director of marketing at 
The Watertown Manufacturing 
Co., Watertown, Conn., G. G. 
Welch, vice-president, announces. 
Wilcox previously was assistant to 
the sales manager. 
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...within the next 10 days! 





this new Space Saver displa 
is being mailed to you free... 





$ VISE-GRIP 


EASY RELEASE 





FITS ANYWHERE—IN THE SMALLEST SPACE (24x 14%") 
PRE-TESTED IN HUNDREDS OF HARDWARE STORES 
ALL METAL...NEEDS NO ASSEMBLY 
DISPLAYS ALL 3 MODELS IN BOTH SIZES — 7” AND 10” 





1y and LIFE will help you 
sell it from your store! 







THIS AD IN THE SEPT. 28 LIFE 

WILL TELL 30,000,000 PEOPLE 

TO LOOK FOR IT...BUY FROM IT 
= IN GOOD STORES—EVERYWHERE 


: 1 a-Melehzelsiielel: 


— + 


This ad actually will appear 








Milt ane lelael-lamfilelsMecaleh aa 


PUT IT UP... PROFIT 


like these other retailers have 

















Dealers all over the country say new 
display moves Vise-Grips — FA¢7/ 


The effectiveness of this new display was pre-tested among hundreds 
of hardware dealers selected at random. Here are just a few comments 
from some of the many reports received from all over the country. 


“I have had this new display only 3 months 

and have already sold almost 3 times as 

many Vise-Grips as I have sold during the 

entire past year!” 

-E. J. Willett, Lucerne Hardware, 
Stockton, Calif. 


“Since we hung your new metal display on 

our pegboard panel, our Vise-Grip sales 

have more than doubled.” 

-H. P. Schad, Schad and Pulte, 
Gainesville, Texas 


“The best way to display your product I 

have ever seen. We have it in the middle of 

our tool pegboard display.” 

-Carl Hvambsal, Lyndale Hardware, 
Richfield, Minn 


“This new display has increased our Vise- 

Grip sales materially over former method 

of keeping tools in bins.” 

-Wnm. R. Ritter, Ritter’s Hardware, 
Mechanicsburg, Pa 


“A good way to display Vise-Grips! It was 
bound to and did increase our sales.” 
-R.C. Wockinger, Wolf Supply Co., 

York, Pa 


“Has increased sales substantially! Carried 

only two Vise-Grip models before but now 

sell all models. Because customers can easily 
recognize name on display, impulse sales 

increase.” 

-J.C.Shank, Gettysburg Hardware, 
Gettysburg, Pa. 


“Since new display is up we have already 
sold out of 2 numbers and have noticed a 
very substantial increase in sales. Every 
dealer should have this new rack!” 
-M.G. White, Olive Hardware, 

University City, Mo 


“Our farmer trade likes the self-service 
idea since it can be put up easily in the 

tool bays. Helps to keep inventory of sizes 
right handy.” 

-George Hoffman, Wickmann’s Hardware, 
Colfax, Ill 


“The rack is fine. Goes up well in our tool 
display and should increase impulse sales. 
We can afford to give this small handy rack 
the display the merchandise deserves.” 
-H.G. Beatty, Clinton, Ill 


National year ‘round 
advertising helps you SE// / 








VISE-GRIPS are not just being advertised for this special pro- 
motion. You'll see additional % page ads in LIFE, and ads in 
other leading consumer and farm publications. VISE-GRIPS 
are advertised on a solid, practical year ‘round schedule... 
backing your “in-store” promotion and displays every day ! 


PETERSEN MFG. CO., DE WITT, NEBR. 





OA = You make? 924E profit 


on this *9535 chain assortment 


Values 


Price also includes Chain Sales-Maker Display 
—a powerful “Silent Salesman”’ 
that does most of the work for you! 


e Put new life into chain sales and profits with the CHAIN 
SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal —per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient —handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 

Your $95.35 cost brings you .. . first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 

175 ft. 2/0 Tenso Chain, Bright Zinc Plated 

125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 

200 ft. 3 Tenso Chain, Bright Zinc Plated 

75 ft. 2/0 Twist Machine Chain, Bright Zine Plated 

100 ft. 35 Sash Chain, Bright Zinc Plated 


200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 
Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 

* Garage doors * Gymnasium equipment 

* Pipe hanging Furnace regulating 

* Porch swings Ornamenta! uses 

* Playground equipment Furniture braces 

* Lawn borders Fire escapes 


SPECIAL NOTE: 
When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins . . . they’re all good profit makers that go 
with chain sales. 


co American Chain Division 
AMERICAN CHAIN & CABLE 


‘\ Bridgeport, Conn. * Factories: *Y ork and *Braddock, Pa. 





Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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Woven Flower Bed Border— 
25- and 100-ft. rolls, 16”, 
22° and 28” widths; light or 
heavy weight, both galvanized 


Merchant Wire—packed in 
100-lb. coils; 6-18 gage wire 
sizes. Wire is supplied both 
annealed and galvanized 


Insect Wire Screening—galvanoid, aluminum or 
bronze; regular widths from 16” to 48”; 100-ft. 


rolls; standard 18x14 mesh 


Poultry Netting — packaged 
in 150-ft. rolls, widths from 12” 
to 72"; %",1" and 2” meshes; 
galvanized before weaving 


General Purpose Welded 
Wire Fabric —100-ft. rolls; 5 
widths from 24” to 72”; mesh 
sizes from 1"x1" to 2°x4”" 
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The Image of CF«l... 


ready to supply you with 
STEEL HARDWARE PRODUCTS 


Quality steel Hardware Products made to exacting standards by one of 
America’s leading steel companies . . . that’s one thing this giant steelman 
stands for. 


And, there’s another phase of CFaI that he symbolizes . . . Service—the 
national network of CFaI sales offices and warehouses which make ade- 
quate stocks of such products as GOLD STRAND Insect Wire Screening 
promptly available to you. 


He can help you increase repeat sales by providing customer satisfaction 
—the CF«eI steel Hardware Products line. Get complete information 
today, from your jobber, or from any CFalI sales office listed below. 


CF:.1-WIiICKWIRE 


HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION STEEL 


in the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo * Billings + Boise + Butte + Denver + Bi Paso « Ft. Worth * Houston 
Lincoln * Los Angeles * Ockland * Oklahoma City + Phoenix + Portland + Pueblo * Salt Loke City * San Francisco + San Leandro’ + Seattle + Spokane * Wichita 
in the East: WICKWIRE SPENCER STEEL DIVISION—Ationta * Boston * Buffalo * Chicogo + Detroit + New Orleans * New York * Philadelphia 


GH 


Perfection® Door Springs—strong 
regular or light pull; japanned, gal- 
vanized or cadmium-plated; looped 
or coned hook end; 16%" long; 12 
to the box 


Woven Ornamental Fence— Hardware Cloth—available Hex Mesh Netting—ollstand- Quick Hitch® Gate Springs — oil 
100-ft. rolls, 36", 42” and 48” in 100-ft. rolls, 4 widths from ard meshes; widths from12”to tempered high carbon steel; ja- 
widths; light or heavy weight, 24” to 48"; heavily galva- 72"; 14-20 gage wire sizes; panned or galvanized finish; hook 
both uniformly galvanized nized after weaving galvanized after weaving end; 15 15/16” long; 6 to the box 
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Liberty Distributors 
Readies 1960 Promotion 


SEPTEMBER 20 is the closing date 
set by Liberty Distributors’ “Bar- 
gain-Item-of-the-Month” Commit- 
tee to receive samples of merchan- 
dise to be considered for Liberty’s 
nationwide monthly promotional 
program during the first half of 
1960. 

The Bargain-Item-of-the-Month 
promotion calls for one highly 
seasonable item to be selected for 
each of the first six months of 
1960 with the full sales and pro- 


motional efforts of Liberty’s 23 
wholesaler members placed be- 
hind it to give retailers top quality 
merchandise at bargain prices. The 
committee will meet again in May 
to select merchandise for the latter 
half of the year. 

A point-of-sale kit consisting of 
window streamers, banners, and 
other material is then built by 
Liberty Distributors’ headquarters 
for each item. This kit is offered 
to retailers so that they can bring 
traffic into their stores. Adver- 
tising mats that can»be converted 
into either one-column or two- 











| 
| 
| 
| 
ROYAL House- | 
hold and Heavy- | 
Duty Extension 
4 


| 
| ROYAL PVC Caps and Con- 


| neciors . . . and other top quolity 
wiring devices 


Can hy 
ROYAL Cartridge and Plug 


Fuses 
ib Gb eb Ge et es Os oe ee 


| 
| 
| 
! 
| 
! 
po—=-------4 
I 
| 
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Build your electrical department vol- 
ume on these four popular Royal 
lines. Every Royal device, fuse, cord, 
or spool of wire comes attractively 
packaged or colorfully branded to 
catch the customer's eye . . . to stimu- 
late impulse buying . . . to boost sales 
and profits. 

Next time you order electrical sup- 
plies from your wholesaler, insist on 
the brand that’s most accepted — 
ROYAL! Write for catalogs so that 
you can plan your purchases. 
ROYAL ELECTRIC CORPORATION 


PAWTUCKET + RHODE ISLAND 





os @M Gssociate of 





column use are provided also. 

Manufacturers interested in par- 
ticipating in the program should 
submit merchandise samples, 
prices, and other information to 
Charles L. Reifsnyder, Senior 
Buyer, Liberty Distributors, 4300 
N. 5th St., Philadelphia 40, Pa. 

Reifsnyder serves as merchan- 
dise coordinator for the committee. 
which is composed of James L. 
Scowden, chairman, J. A. Williams 
Co., Pittsburgh; G. M. Howard, 
Harper & McIntire Co., Ottumwa. 
Iowa; Lander Clemmer, American 
Hardware & Equipment Co., Char- 
lotte, N. C.; George Espenson, Far- 
well, Ozmun, Kirk & Co., St. Paul, 
Minn.; B. Glump, Hunt & Mottet 
Co., Tacoma, Wash.; Carl V. Bruce, 
Ohio Valley Hardware Co., Inc., 
Evansville, Ind.; George Dillon, 
Wyeth Co., St. Joseph, Mo.; H. S. 
Funk, Albany Hardware & iron 
Co., Albany, N. Y.; and Robert C. 
Vereen, Liberty’s managing direc- 
tor, ex officio. 


e 


Cowan Is Appointed 
Daisy Sales Director 


Cass S. HouGH, president o 
Daisy Manufacturing Co., Rogers 
Ark., recently announced the ap- 
pointment of Robert H. Cowan as 
Daisy’s new director of sales and 
merchandising. Cowan joined 


- 


Cowan 


Daisy in 1953 in the capacity of 
administrative assistant to the 
executive vice-president. He later 
was promoted to assistant director 
of sales and merchandising, and 
remained in that position until his 
present appointment. 

Concurrently, Hough announced 
the appointment of Maitland Duffy 
as sales supervisor and service 
manager. Duffy came to Daisy in 
1946 and was foreman of the shot 
department until he moved to the 
sales department in 1952. 
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“ EVERYTHING HINGES ON HAGER/." 


C. Hager & Sens Hinge Mig. Co. + St. Lowis 4, Mo. 
In Canada, Hager Hinge Caneda Limited + Kitchener, Ontario 


Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 





Ree 
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16 easy 70 sel/ 
NATIONAL 





PRODUCTS 
FeCacde they're conveniently 


packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they're real money-makers. 


VINYL-INSERT THRESH- 
OLDS—No exposed 
“\screws, no hook strips. 
3 widths (1%", 312", 4") 
—any length. 


WS 





TWO-IN-ONE WEATHER. 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7’ lengths. 





PACKAGED WEATHER. 
STRIP—Bronze and alumi- 
num—in standard sizes or 
17’ and 100’ rolls. 





SEALER-STRIP—Metal and 
felt weatherstripping. 17° 
of material in each box. 


7 INTERLOCK THRESHOLDS, 
> SILLS, SADDLES—Wide 


range of designs—all pre- 
cut ready for installation. 








LIMOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—in clear 
plostic packages (12), or 
75° lengths. 


4 





“*CASE-TITE'’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 
screws needed. Comes in 
6’ lengths (bulk) or in cut 
sets. 








METAL AND FELT DOOR 
SWEEPS—Choice of 
materials—3 metals, 
2 colors, 2 felts. 





ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 





NATIONAL METAL 
PRODUCTS COMPANY 





National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pao. 





Oklahoma Hardware Co. 
Offers Lay Away Kit 


AS A PROMOTIONAL assistance to 
Oklahoma Hardware 
makes avail- 


its dealers, 
Co., Oklahoma City, 


AW 


a LAY away af 





Kit which in- 
banners, four 


able a Lay Away 
cludes two 36”x11” 

1812”x1112” pennants, and one 7” 
x 11” show card. The material en- 
courages the use of the lay away 
plan. 


e 


Orgill Offers Fall 
Circular of "Specials" 


ORGILL BROTHERS & Co., whole- 
salers in Memphis, Tenn., expects 
circulation of its new Fall Circular 
to reach 380,000 with approximate- 
ly 200 dealers participating. 

The two-page newspaper size 
full color circular, shown in ac- 
companying photograph, will be 
backed up with a 150-piece display 
kit including banners, pennants, 
price cards, and other point-of-sale 
material. 

The circular features _ staple 
everyday merchandise at special 
sale prices. R. E. Bloodworth, sales 
manager, describes one of the traf- 





fic builders as the back page of the 
circular which features 88¢ items. 
Another is a special coupon value 
which offers a national brand tea 
strainer, regularly retailing at 39¢ 
for only 7¢ with coupon, limit of 
two strainers to a customer. 


* 


Industry Plans Expanded 
Bicycle Month in ‘60 


AN EXPANDED version of Ameri- 
can Bicycle Month, observed annu- 
ally in May, will be sponsored by 
the American bicycle industry in 
1960 as a result of the success 
scored in the national promotional 
program this year. The decision 
was made at a special meeting held 
in New York recently by the Bi- 
cycle Institute of America’s Public 
Relations Committee. 

The 1959 promotion featured 
free bike inspections and the dis- 
tribution of the rules of the road to 
bicycle owners, offered by the re- 
tail outlets as a public service to 
riders. The bicycle industry sup- 
ported the variety of local promo- 
tions by making available to par- 
ticipants special point-of-sale ma- 
terials offered by component parts 
manufacturers. 








SMITH 


= << SPRAYERS 









Complete line of sprayers and dusters. 
First choice for Quality since 1888. 
Many styles and sizes. 
Inexpensive. All are 
fast sellers. 


SEND FOR 
CATALOG! 








We are the 
Originators of 

sprayers. Every 
SMITH product is 
superior in workmanship, 
design and performance. 

There is a model for every 
spraying need. 









= 


——— 
— 


i] 





i 







“al 


D. B. SMITH & CO. 


428 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 

1265 Staniey St., Montreal 2, Canada 


See Us at Booth 802 Nat'i Hard. Show. 
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“Take a good look at 


(ss) Cyclone Hardware Cloth... 


It's a high sales-and-profit item!” 


EXCLUSIVE 
WELDED 
SELVAGE 


Because of the many uses to which hardware cloth is 
put in the home (window guards, gutter guards, screen 
doors), the variety of applications it finds on the farm 
(for poultry feeders, hen nest floors, partitions, grain 
and fruit bins) , the use to which builders and contrac 
tors put it (sifters, stucco base, concrete driveways re- 
inforcement, machinery protection )—the sales poten 
tial for USS Cyclone Hardware Cloth is extraordinary 

Cyclone Hardware Cloth is easy to use and long- 
lived. It is woven hardware cloth with the exclusive 
welded selvage (see the illustration above ). This means 
that Cyclone Hardware Cloth is easier to tack into 
wooden frames. And it is easier to weld to steel. See how 
the mesh, too, reflects precise, quality manufacture USS CYCLONE “RED TAG” 
Wires are straight the entire length of the cloth. It is 
thus a simple matter to cut it square . . . to produce HARDWARE PRODUCTS 
a stronger, more attractive finished job. Moreover, 
Cyclone’s special method of galvanizing keeps mesh 
distortion at a minimum results in a smoother pro 
tective coating and adds longer life, increases strength 
and rigidity. 

Why not go after this profitable business actively? 
See or call your Cyclone jobber, or contact your Cyclone 
Sales Office. USS and Cyclone are registered trademarks 


Cyclone Fence Dept. 
American Steel & Wire 
Division of 

United States Steel 


© Waukege 
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Belknap Offers Fall Sales 
Circular and Display Kit 


THe BELKNAP Hardware and 
Manufacturing Co., Louisville, Ky., 
is offering its 1959 Fall Sales Cir- 
cular, the “Parade of Values Sale,” 
William R. Caskey, vice-president 
and general sales director, an- 
nounces, 

The 8-page direct mail piece is 
4-color and comes complete with 
Display Kit, including pennants, 
window streamers, wire hangers, 
and price cards; newspaper mats 
are also available. The circular 


contains three coupon items, traffic 
pullers, and includes 118 different 


items. 
* 


Hardware-Houseware Fair 
Begins September 27 


THEMED “Operation Economy 
Boost,” the annual Hardware- 
Houseware Fair of the United 
States will be held at the Barbi- 
zon-Plaza Hotel in New York City 
September 27 through October 2. 

Formerly known as the Inde- 
pendent Hardware Exhibit, the 





Everybodys Eyes POP. 


when they 


see the new 


i ee ae 


AUTOMATIC 
STARTER 


And you'll Pop your 


Money Belt too when you 


sell the new 1960 Speedy 


fair was renamed at a _ recent 
meeting of its board of directors as 
a response to what is viewed as a 
fusion between the once separate 
fields of hardware and house- 
wares into a single merchandise 
perspective. 

The directors also announced the 
election of Kurt Barnard as execu- 
tive secretary and public relations 
counsel. Barnard heads his own 
New York public relations firm, 
Kurt Barnard Associates. 


. 


American Power Tool Co. 
Names Sales Appointee 


WILLIAM J. McGraw, Wheaton, 
Ill., has been appointed assistant 
sales manager of American Power 
Tool Co., E. L. Holland, sales man- 
ager, announced recently. He will 
headquarter at the firm’s general 
office in Toledo. 


~ 


Shera Named Sales Head 
of ACCO Power Products 


CALEB A. SHERA recently was 
appointed to the position of sales 
manager of the newly-formed 
ACCO Power Products Division, 
American Chain & Cable Co., Inc., 
Exeter, Pa., according to an an- 
nouncement by M. Robert Wilson, 
general manager. 


Here are the “Money Pickin'”’ facts 

@ The SPEEDY is the original Automatic Starter 

@ The SPEEDY was the top seiling Automatic 
Starter on the replacement market in 1959 

@ The SPEEDY is the only Automatic Starter 
on the replacement market backed by a full 
merchandising program 

@ The 1960 SPEEDY is the only replacement market 
Automatic Starter that has been field tested by 
over 30,000 customers 

@ The SPEEDY is priced to create volume sales at only 


Caleb A. Shera 
Speedy 


has a free 

S Q 9 8 replacement 
retail. guarantee 

for one year 


Prior to joining ACCO, Shera 
was employed by Steltenkamp- 
Wilson & Associates, Chicago, as 
their marketing executive. Pre- 
vious to that, he was associated 
with The Hallicrafters Co., Chica- 
go, as manager of distribution of 
radio and TV products; with Allied 
Precision Industries, Geneva, IIL, 
as president; with Nelson Tech- 
nical Enterprises, St. Charles, IIl., 
as general sales manager; and with 


SEE THE SPEEDY AT 8ooth 1160 National Hardware Show, New York 
Booth 252 Mid-America Lawn, Garden & Outdoor 
Living Show, Chicago 


Or write for complete information to J. M. DOVORANY SALES CORP., 
1635 Murray Avenue, Racine, Wisconsin 
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PUSHI 


--- AND BRINGS YOU 
$2.98 EXTRA PROFIT 








Here’s a sure-fire way to display and really move 
KORKY —the big profit closet tank ball that eliminates 
trouble-causing guide arms and lift wires . . . stops noisy 
toilets and costly water waste for good. It’s the only 
major improvement in closet tank operation in 39 years! 


The colorful new “‘Blister-Pak’’ combines a visible 
KORKY with a handy take-home unit. When displayed 
prominently in the FREE plastic laundry basket these 
KORKYS are bound to catch the eye and fancy of your 
customers. Remember, too—you can sell this beau- 
tiful turquoise basket for a clear, extra profit of 
$2.98 . . . or a whopping total 44.6% of profit! 

Order today through your wholesaler. If he 
can’t supply you, use coupon to order direct. 


HERE’S HOW YOU PROFIT: 
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SELL KORKYS FOR 

SELL BASKET FOR 

TOTAL SALES PRICE 
YOUR COST 


$35.76 
2.98 
$38.74 
21.45 
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YOUR PROFIT $17.29 








NOW— 
OVER 2 MILLION 
IN USE! 


LAVELLE RUBBER COMPANY 

424 North Wood Street 

Chicago 22, Illinois 
Please send me FREE $2.98 value 
Plastic Laundry Basket containing 24 
“Blister-Pak”” KORKYS at my regular 
cost of $21.45 for two dozen KORKYS. 








Zone State 





Please invoice through my wholesaler, 
whose name is: 


Wholesaler Name 





Wholesaler Address 





THIS OFFER EXPIRES NOVEMBER 30, 1959 





YOU SAY 
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Mossberg rifles and shotguns are factory guaranteed... 


Yet in spite of that — with millions 
of these guns in use — less than 1 in 1,000 
has ever come back for service, 


repair, or for any other reason. 


You make friends and loyal customers with the Mossberg line. 


THE NEW 
Paloennno 
The only clip-type automatics that deluxe, 22 cal., lever-action, western style, 
22" 20-shot hammerless repeater. The rifle that 


shoot all 3 popular types of 22's 
—Short, Long and Long Rifle. “western happy” America goes for in a 
great big way. 


Bolt-action repeating 22's with the 


new, better and safer closed-breech : = ' , , 
ection. © teemendeus advence in Ask your jobber to show you the Mossberg line. 


rifle design. Or send to us for Catalog. 


Repeating shotguns in all popular 
gauges with factory-installed C- 
LECT-CHOKE at prices less 
than most good shotguns that have 
no changeable choking device 


0. F. MOSSBERG & SONS, INC. 94709 St. John St., New Haven 5, Conn, 
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GODFREY’S BACK— 
AND WELDWOOD’S GOT HIM! 


Starting September 28th, Arthur Godfrey 
returns to over 200 CBS radio stations 

to help you sell Weldwood Wax, Presto-Set 
Glue and other Weldwood products. Stock 
up for the sales-boom ahead. And see your 
jobber for Godfrey tie-in displays. 

United States Plywood Corporation 


55 W. 44TH STREET, NEW YORK 36. NEW YORK 


See the exciting new Weldwood product line at the National Hardware 
Show—New York Coliseum, September 28 through October 2 


8 laay 
ey, 
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the Continental-Illinois National 
Bank & Trust Co., Chicago. 
Relocating from St. Charles, 
Shera’s new home will be at 608 
Birchwood Rd., Clarks Green, Pa. 


* 


Tait Launches Intensive 
Merchandising Program 


A PROGRAM designed to strength- 
en the role of the wholesaler in the 
distribution of Rapidayton water 
systems was launched recently by 
The Tait Manufacturing Co., Day- 
ton, Ohio. 

Frank G. Hickey, Jr., vice-presi- 
dent and general sales manager, 
stated that one of the purposes of 
the program was to provide the 
wholesaler and his dealers with 
the most effective merchandising 
tools for gaining a larger share of 
the water systems market. 

Two highlights of the program 
are as follows: 

The phrase “Do business with 
your Rapidayton wholesaler” will 
be featured prominently in adver- 
tising in approximately 50 differ- 
ent trade magazines. 

In addition, a comprehensive list 
of sales aids is available for use of 


wholesaler distributors and their 
dealers. Among these are advertis- 
ing and direct mail pieces, includ- 
ing a complete mat service; a wide 
variety of decals, banners, and 
signs; point-of-sale aids; and spe- 
cialty items which can be used 
both by wholesalers and dealers. 


o 


Otto Bernz Co. Acquires 
Scovill's Green Spot Line 


THE Scovi_t Manufacturing Co. 
of Waterbury, Conn., and the Otto 
Bernz Co., Inc., of Rochester, N. Y., 
have concluded an arrangement 
covering the Green Spot line of 
garden and lawn watering acces- 
sories. 

Scovill is divesting itself of the 
Green Spot line to devote its 
efforts to product lines more com- 
patible with the company’s present 
and future plans. As of September 
1, the Otto Bernz Co. will take 
over the manufacturing, distribu- 
tion, and sales of all Green Spot 
products. 

For the Otto Bernz Co., the ac- 
quisition expands the company’s 
position in the outdoor living and 


home maintenance fields. Prescnt 
Bernz product lines include Bernz- 
O-Matic torches, stoves, lanterns, 
grills, and other propane ap- 
pliances. 

Included in the Green Spot line 
are lawn and garden sprinklers, 
hose nozzles, hose repair couplings 
and menders, hose connectors, and 
various accessories. Salesmen of 
the Hamilton Beach Division of 
Scovill, who have been handling 
distribution to the hardware trade 
will devote full time to that di- 
vision’s newly expanded product 
lines of electrical housewares. 


* 


Duro Co. Appoints Clifton 
as District Sales Manager 


THE Duro Co., of Dayton, Ohio, 
recently appointed Carl L. Clifton 
as district sales manager, covering 
pumps, water systems, and Filtra- 
pool systems. Clifton comes to 
Dayton from his former Duro ter- 
ritory in Kentucky and West Vir- 
ginia. 

S. G. Brubaker, who has repre- 
sented Duro in the Baltimore ter- 
ritory for 15 years, was named 
Central Division sales manager. 





Bunt 


Now! ¢ A NEW CONCEPT IN RADIANT HEATERS 


PRICED TO MEET THE DEMANDS OF THE 
STYLE CONSCIOUS CONSUMER 


THE MOST COMPLETE 
GAS HEATING AND 
AIR CONDITIONING LINE 
FROM ONE RELIABLE SOURCE 


DOLVAS Maa 


00] 2) Sd, Bee wd me ROYAL QUALITY 


\= Chrome ~~ Plate « 

wrr"'4 Large Size Double 
“an Clay Radiants © Heat 
Resistant Silicone Finish © Lifetime 
Cast Iron Burner * A.G.A. Approved 
* Heavy Gauge Steel Cabinet © Lock- 


ing-Type Gas Valve © Electrically 
Welded Lifetime Construction. 


Quality 
Since 1891 


20,000 BTU Input 

H. 15 13/16", W. 15”, 
D. 6 11/16” 

3/8” Gas Inlet 

4 Double Radiants 





Shipping Weight 16 Ibs. 


Model 395 


CHATTANOOGA ROYAL COMPANY 


oF Wee 0, bekekcy wa. 


TENNESSEE 
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YOU ARE CORDIALLY INVITED TO 
ATTEND THE 14TH ANNUAL 


ational 
Hordware Show. 


including the 
LAWN, GARDEN & OUTDOOR LIVING DIVISION 


at the COLISEUM in NEW YORK 
Sept. 28 thru Oct. 2 


for the trade only 


Join the more than 40,000 buyers who annually make their 
pilgrimage to the merchandising Mecca for hardware, 
housewares and allied items .. . lawn, garden and outdoor 
living products. See tomorrow's products and packaging 

. -- learn about the promotions and profit-offerings of more 
than 1,000 manufacturers. Plan now to go to the show 

all buyers know ... the most complete and diversified trade 
show in America. Fill out and mail the coupon today for 
your free badge of admission. 


—_——_—— ee ee ee ee ee ee 
NATIONAL HARDWARE SHOW 

Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish us to make hotel reservations for you, 
(Pleose Print) 


| 
i 
| 
NAME TITLE ; 
FIRM i 
STREET | 
i 
| 
i 
| 
I 
! 
I 











CITY STATE 
TYPE OF BUSINESS 


Please check below the classification of your business. 
Wholesaler Retailer Dept. & Chain Store Buyer 








Executive Offices: 331 Madison Avenue i Importer-Exportet Mfgrs: Agent Manufacturer Other 


New York 17, N. Y., MUrray Hill 2-4802 Please send us your hotel reservation blank. 
! Minors under 18 yrs. of age will not be admitted under any circumstances. 
— cme cr ce a ee ee ee ee ee ee 
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DEALER SALES AIDS 


aids use the free post card on page 77 


; For more information on these sales 
= 


Paint Display Board 


Quick adaptability to changing dis- 
play needs is a feature of the new 
“Display-Sell Board” made available 
to its dealers by the Sherwin- 
Williams Co., Cleveland, Ohio. 


SHerwin 4 Wittiams 


The two-sided unit in a rigidly 
braced metal stand is readily ad- 
justable vertically to permit its use 
in windows and as a floor display. 
Each side has a background of perfo- 
rated hardboard and a wooden shelf 
which will accommodate both mer- 
chandise and dimensiona] display 
pieces. The board backgrounds are 
separated slightly so hooks can be 
inserted at different positions on 
either side without showing through 
on the opposite side. The basic dis- 
play board is decorated with Sher- 
win-Williams industrial finishes. 

As part of the service, seasona] dis- 
plays for mounting on the basic unit 
are furnished. These may be static 
or animated. For the latter, battery 
or 110 volt AC motors are supplied. 
The animated displays are designed 
to change the apparent shape of the 


112 


supporting unit for added eye-appeal. 
These are multi-colored displays, 
printed in Sher-Will-Glo, the paint 
firm’s fluorescent silk screen inks, 
and Sherwin-Williams Speed Print 
silk screen process colors. For more 
information— 
Write in No. Rl on card, Pg. 77 


Carded Hardware Display 


A rotating display, featuring 41 
items of “Standard” carded hard- 
ware is announced by Shelby Metal 
Products Co., Shelby, Ohio. It is sup- 
plied free to dealers with their basic 
stocks of “Standard” merchandise. 


DO IT YOURSELF WITH 


Known as the “Standard” Roto- 
Rack, the display contains 396 3-color 
cards. Each item of carded hardware 
is complete with screws in a blister 
pack. 

Items include barrel bolts, closet 


rod holders, safety window locks, 
sash lifts, door pulls, screen hangers, 
cabinet hinges, friction catches, cup- 
board catches, etc. 

The “Standard” display has a 14” 
x 14” base and is 35%” high; it 
swings in a 24” diameter circle. For 
more information— 

Write in No. R2 on card, Pg. 77 


Packaged Tacker Products 


New stapling products and innova- 
tions in point-of-purchase display 
packaging are being introduced by 
Arrow Fastener Co., Inc., One Junius 
St., Brooklyn 12, N. Y. 

Among these are the T-50 Gun 
Tacker “special purpose” attach- 
ments, shown, pre-packaged on pilfer- 
proof, skin pack display cards. 

Attention-getting packaging is fea- 
tured also for the T-50MP Gun Tack- 


er Kit—which contains the T-50 Gun 
Tacker; the new wire, shade, and 
screen attachments; various size sta- 
ples; and a staple lifter—and for the 
Ceiltile Staple, a staple for fastening 
ceiling tile. For more information— 
Write in No. R3 on card, Pg. 77 
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Screw & Bolt Assortment 


An assortment of wood screws and 
stove bolts in “see-thru” plastic tubes 
is made available by Snell-Jones 
Tacks, Inc., Flatiron Bldg., New York 
10, N. Y. Four dozen tubes contain- 
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PESKY PIPES? 


ing the most popular sizes of screws A jog im the wall? 


and bolts are packaged in a self-dis- 


playing carton. ™ 
The tubes used for these 10¢ sellers Get Flexible-View Displays by HELLER 
are large and the caps are color- -.. Custom-Fitted Right Down to the 


coded for easy identification. 
Assortment is No. 4SB. For more Last Quarter-Iinch! 


information— : , , 

Why let obstructions rob you of full use of your valuable display space? With 

ote She. HS en cand, Sy..0F Flexible-View Display Fixtures, you're not limited to standard size units. When 

your store layout calls for special fitting, HELLER pre-fits Flexible-View Display 
Braided Cord Rack Fixtures to meet your space needs right down to the last quarter inch! 


A metal counter display which @ Low in Cost—actually more economical than those built by 
contains one spool each of numbers local carpenters. 
3, 3%, 4, and 4% diamond braided @ Easy, instant shelf adjustment. 


a aay oe - a h. ®@ Maximum display from every foot of fixture. 
Duane St., New York 8, N. Y. @ Strong wood construction—heavy load carrying capacity —yet 


The new midget rack is only 17” light in weight. 
high and takes up less than 42 square @ Wall and Floor Units to meet all your needs. 


foot of counter, floor, or wall space. . " 

Setemtiies sade ts Gan with @ Installation takes 3 to 5 days less than competitive fixtures. 
initial order for four or more spools Why settle for display fixtures that “almost” fit? Your HELLER representative 
of cord. Complete line of refills in provides in-store assistance — including store engineering — assuring modern, traf- 


open stock. “a3: é ; 
"and is used for halyards, awning fic-building display: a low-cost investment that pays off for you year after year. 


———~_____USE THIS COUPON TODAY 


— as 
—" <= eae aoa 
ee eee 


W. C. HELLER & COMPANY © MONTPELIER, OHIO 


Gentlemen: 
1 am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER, 


Please send complete details. 


NAME 





STORE NAME 





ADDRESS 





city ___ ZONE STATE 


& COmMPany 








MONTPELIER, OGHIG 
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SAVAGE HAS rT ... ALL DOWN THE LINE IN '59! 


How to lead? 


only Fox has 
a vent-rib double gun 
to sell at just *104.50! 


Custom features the sportsman wants... the sportsman 
gets at regular prices from Savage, world’s largest maker 
of double guns. Our BST has vent-rib and a gold-plated, 
single trigger.And if you're looking for a vent-rib double to 
sell under $100, be sure to feature the Fox B with double 
triggers — only $94.50 retail! Both guns in 12, 16, 20 and 
.410 gauge; popular barrel-lengths and chokes. An un- 
beatable combination . .. Savage dependability and com- 
pelling prices. Write us on your letterhead, mentioning 
your jobber, and we’ll send you a free set of handsome 
game prints suitable for framing. Savage Arms Corpora- 
tion, Sporting Arms Division, Chicopee Falls 215, Mass. 


@rSaveage [sme | 
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cord, tent rope, venetian blind cord, 
drapery cord, decoy cord, trot line, 
traverse cord, and other utility uses. 
For more information— 

Write in No. R5 on card, Pg. 77 


Plastic Electrical Tape 


LePage’s, of Metuchen, N. J., an- 
nounces a new pre-packed wire rack 
assortment for its Plastic Electrical 
Tape. Deal #7129 includes sixteen 
39¢ rolls of %” x 150” tape, and 
twelve 75¢ rolls of %4” x 240” tape. 


The compact wire rack is free, may 
be used as a counter unit. Profit to 
retailer on Deal #7129 is 40 percent. 

The tape has 9,000 volt dielectric 
strength, conforms to any surface, 
and is waterproof. Used for splicing, 
repairing, or insulating all electrical 
wiring, indoors and out. For more 
information— 

Write in No. R6 on card, Pg. 77 


Warehouse Stock Guide 


In pace with the increasing stock 
of fasteners at its Dallas, Texas ware- 
house, Southern Screw Co., 2119 
Farrington St., Dallas 7, offers a new- 
ly revised Dallas Warehouse Stock 
Guide. The guide outlines the bulk 
and packaged fasteners by size and 
finish which are regularly stocked at 
the warehouse. For more informa- 
tion— 

Write in No. R7 on card, Pg. 77 


Pre-Priced Hand Tools 


A pre-pricing aid to the hand-tool 
retailer is announced by the P & C 
Tool Co., Portland, Ore. As a time 
and money saver for the retailer of 
P & C hand tools, the company is 
putting an adhesive price sticker on 
all tools. The tools are then ready to 
be displayed on merchandisers, on 
counters, tables, or walls, without the 
retailer having to check invoices, 
catalogs, or list prices. The price 





SHEFFIELD 


pRMCO 


> 


“  — *\ BARBED WIRE 
SHEFFIELD SS | 


. ‘ a 


You'll be money ahead 
when you buy and sell Barbed Wire 


WITH YOUR EYES WIDE 


Selling barbed wire calls for keeping your eyes wide open to assure your customer 
gets quality. Gambling with customer good will and future sales is bad business 
any way you look at it. 
At first glance barbed wire of uncertain origin and quality (that varies from 
too soft to too brittle) may look like a good buy. 
But take a second look! As reported in a leading farm publication: “Where samples 
of foreign wire are analyzed and tested, it frequently falls far below American 
standards of length, gauge, quality of steel, galvanizing and workmanship.” 
By contrast, look at the quality in Sheffield “100” High Strength Barbed Wire. 
Look what your customer gets: 
. Sheffield “100” Barbed Wire tests up to 20% stronger than ordinary barbed 
wire. Yet it’s pliable and easy to handle. 
. Tightly bonded coating fights corrosion to give extra years of service life. 
. Whether two point, or four point, the sharp barbs on Sheffield “100” are 
evenly spaced—no misses. 
b Coote less per year to own when figured over its years of longer service 
e. 


That’s why it pays to sell your customers Sheffield “100” High Strength Barbed 
Wire. Quality is assured by steelmakers you know and can trust. Steelmakers who 
have stood behind their fence products for more than 30 years. Steelmakers who 
are neighbors of yours. 


Stock up now for the demand. Get in touch with your distributor. 


OPEN 


Check With Your Distributor on 
The Economies of Mixed Ship- 
ments of These Sheffield Wire 
Products. 

Woven Wire Field and Poultr 
Fence @ Barbed Wire @ Smoot 
Wire @e Ornamental Fence e Steel 
Gates @ Coiled Baling Wire e Bale 
Ties 

Nails and Staples — Regular, 
Screw Type and Ring Shank 
Brads, Small Nails, Tacks and 
Spikes 

Bolt and Nut Products 


Stock up now for the demand. Get 
in touch with your distributor. 


Keep America Strong © 


BUY USM 


SHEFFIELD DIVISION 





ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
Products, inc. « The Armco international Corporation + Union Wire Rope Corporation + Southwest Steel Products 
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SALES JUMP 


with TAYLOR’S packaging! 


Poly bags display TM Dog Runner 
Chains and Halter & Dog Chains. 


Taylor Chain's 

smart, up-to-the- 

minute packaging 

provides built-in display 

value ...quick product 
identification . . . fast, 
self-service sales. Your 
custemers always get the 
correct merchandise. You wind 
up with less waste . . . simplified 
inventory ... easier reordering 
and stronger chain profits. 
Switch to Taylor's complete line 
and watch your chain sales jump! 


TM Tow Chains and Log Chains 
sell faster in polyethylene bags. 





Many TM chain items packed in 
smart, easy-to-read TM cartons. 


aylor 
ade 


SINCE 
1873 


TM Proof Coil and BBB Chain— 
3/16", 1/4", 5/16", 3/8°—packed in 
handy metal Tay-Pails. Reusable. 





VISIT OUR BOOTH 601 
NATIONAL HARDWARE SHOW 


S. G. TAYLOR CHAIN CO., INC. 


Hammond, Indiana 





sticker is designed to indicate uni- 
formity of price to the consumer and 
to save him time as he goes past the 
cash register. For more informa- 
tion— 

Write in No. R8 on card, Pg. 77 


Stud Driver Rental Plan 


Profitable renting of cartridge- 
powered stud drivers is available to 
retailers through a special discount 
plan announced by Remington Arms 
Co., Inc., Power Tool Division, 
Bridgeport 2, Conn. Dealers profit 
from both the rental of the driver 
and the sale of cartridges and studs. 

Remington’s discount plan features 
a full 1/3 discount and is promoted 
by a colorful 5-piece dealer display 
kit. The dealer package includes 
counter card, literature, application 
bulletins, pennants and window ban- 
ners and newSpaper mats. An alu- 
minum demonstration jig is included 
also. 

Remington’s Mighty - Mite stud 
driver may be used wherever wood 
or metal is fastened to concrete. For 
more information— 

Write in No. RS on card, Pg. 77 


Weber Tackle Co., Stevens Point, 
Wis., offers a variety of permanent 
metal displays for flies, loose hooks, 
treble hooks, snap-swivels, Redi-Pak 
nylon packages and other tackle 
items. The No. RR74 revolving rack 
displays 72 hinge-cover plastic boxes 
of ringed hooks. No. RR146 is also a 
revolving rack; holds one gross of 
hinge-cover plastic boxes and is de- 
signed to display flies and snap- 
swivels as well as loose hooks. Half- 
size stationary unit of the latter, No. 
R73, displays half the quantities of 
tackle items. Combination assort- 
ments of flies, loose hooks, and snap- 
swivels may be displayed on most of 
t . racks. One-, two-, and three- 
tier revolving racks for Weber dis- 
play panels continue to be offered. 
No. RR12, another revolving metal 
display, holds one gross of Redi-Pak 
nylon coils. A number of other dis- 
play boards, boxes, and other pack- 
ages are available. For more infor- 
mation— 

Write in No. R10 on card, Pg. 77 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers several 
rope merchandisers, available 
through wholesalers. Merchandiser 
No. 57 holds six full reels, or six full 
cartons of rope, two of which may be 
the 100# size; will hold either car- 
tons or reels or any combination of 
both; rope is fed through guides to a 
measuring device and cutter. The 
“Pick-Me-Up” holds _ individually 
wrapped 50’ and 100’ coils of “4”, %”, 
and %” dia. Manila Rope: free with 
initial order of approximately 100 
Ibs. of rope which stocks it; all metal 
and mounted on casters; dimensions, 
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22” x 22” x 45%”. Made of heavy 
gauge wire and designed to display 
rope in cartons (Colpacks), the Ccl- 
pack Rope Rack holds one Colpack 
25, two Colpack 50’s and Water-Ski 
ropes, rope in small coils, or twine 
items on the top shelf. Or if desired, 
the small rack holding three 9” reels 
of Nylon or Polyethylene Rope may 
be displayed on this shelf; requires 
only 20” x 30” of floor space. Colum- 
bian has a smal] display rack which 
holds three 9” reels of “Stabilized” 
Filament Nylon Rope, 4”, %”, %” 
diameters; or High Tenacity Poly- 
ethylene Rope, 4” and %” diam- 
eters. Delivered free with three-reel 
order for either rope. For shelf or 
counter display and for use with 
Pick-Me-Up or Colpack Rope Rack. 
Also available is a standard assort- 
ment of window display material in- 
cluding ship cutouts, samples of 
Manila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign. 
Various counter display cartons of 
jute twine, Mason’s line, and Christ- 
mas twine are also available. For 
more information— 
Write in No. Rll on card, Pg. 77 


Moore Push-Pin Co., 113-25 Berk- 
ley St., Philadelphia 44, Pa., offers a 
counter display stand, the Moore 
720B, which holds 72 “serve-your- 
self” window packets of Moore pic- 
ture hangers. All metal, the revolving 
display is 1034” high with a 9” diam- 
eter base. For more information— 

Write in No. R12 on card, Pg. 77 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long - leverage chain cutter. 
When holding its maximum seven 
reels it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information— 

Write in No. R13 on card, Pg. 77 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following sales 
aids: (1) Octagonal Display and Dis- 
penser Boxes for 3/16” dia. up to and 
including %4” dia. sizes both Manila 
and sisal rope, (2) Filter measured 
rope marked at intervals of 5’. Avail- 
able on request in Filter Octags only 
in sizes %”, 5/16”, %”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope. 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 Ib. lots ‘order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
5442” x 44%” x 23%”, will hold six 
full Octags or six full reels of rope or 





NEW KLEIN TOOL POUCH 


CHECK THESE NEW FEATURES 


Molded in one-piece polyviny! chloride. 
Strong, tougher than the finest leather. 


Uneffected by extremes in temperature, 
remains pliable even in coldest weather. 


Three plier pockets, two screw driver 
pockets, and a utility pocket for wrenches, 
skinning knives, other equipment. 


Here is a new electrician’s pouch at an 
amazing low price. One-piece construc- 
tion, hence no stitches or rivets to break 
out. Polyvinyl chloride is unaffected by 
water, oil or grease and requires no main- 
tenance. Drainage holes in all pockets 
prevent water collection. 





Ne. 5141 with knife snap 
List Price $315 
Dealer price $2.10 
No. 5141-45 witheut knife snap 


List Price $975 


Dealer price $1.83 











Order today from your supplier. Avail- 
able with or without knife snap. Size, 
8” wide x 10” high. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: international Stendard Electric Corp., New York 


\ Mathias ds & Sons 


a McCORMICK ROAD « CHICAGO 45, ILLINOI 
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@ The addition 
of this 30 Ib. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No, 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 
Your jobber can supply you. 


ee 
u ~ 


UI 


The Moore 720-8 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
10%,” high with 9” 
diameter base. Ali 
metal. Revolves. 





MOORE PUSH-PIN CO. 


SINCE 1900 
113-25 BERKLEY ST., 


MAKERS OF FAMOUS MOORE PUSH-PINS 


PHILA. 44, PA. 























AMERICA’S FIRST 
AND FINEST RECIPROCAL 
ACTION SAWS 

FORSBERG 


WHE SAWS 
THE PROFIT LINE 


Dependable electric power saws by 
Forsberg represent the finest your 
customers can buy at a price they 
can afford. Choice of five models 
ranging from the new low priced 
G-WHIZ ($24.95) to the more pow- 
erful WHIZ-SAW NO. 2 ($130.00). 
Excellent profit margin on every 
model. Each comes attractively 
packaged and complete with 3 
blades. 

Send for new catalog today 


Forsberg 


over 45 years of manufacturing experience 
a 
THE FORSBERG MFG. CO., BPT., CONN. 


Newspaper mats available. 


REPRESENTATIVES: 


& Ce., 





Fry-Holbrook 1429 Peachtree St., N. 
H. A. Verner Associates, 160! Cranway Dr., 


E. Atlanta 9, Ga. 
Houston 24, Texas. 





a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. (6) Fitler bright yellow 
polyethylene (‘braided or laid con- 
struction) or Fitler Manila Water Ski 
Tow Ropes—available with single or 
double handles, packaged in re- 
usable polyethlyene bags, vinyl-cov- 
ered handles for a better grip — 10 
units to a master shipping carton. To 
all dealers handling Fitler brand 
Manila rope, Fitler wil] furnish, on 
request, metal signs for counter or 
wall use. For more information— 
Write in No. R14 on card, Pg. 77 


The Yale & Towne Manufacturing 
Co., White Plains, N. Y., provides 
carded hardware as a dealer help in 
boosting sales. Yale also advocates 
the use of mounted samples on dis- 
play boards as a permanent merchan- 
dising idea. Package merchandisers 
are offered by the company for loca- 
tion in strategic positions. All mer- 
chandisers are in bright colors. For 
more information— 

Write in No. R15 on card, Pg. 77 


Stevens - Burt Co., Water Master 
Co. Division, New Brunswick, N. J., 
provides a colorful display card for 
its all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. R16 on card, Pg. 77 


The Eclipse Lawn Mower Co., 
Prophetstown, IIl., announces that a 
direct mail broadside on Eclipse Wasp 
chain saws is being mailed free in 
quantities up to 500 for dealers or- 
dering two or more saws. The color- 
ful broadside opens up to 34” x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of two cents each. For more infor- 
mation— 

Write in No R17 on card, Pg. 77 


Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. A new aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 
products and which features an 
enameled red, white, and blue double 
faced sign is also available. For more 
information— 

Write in No. R18 on card, Pg. 77 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorfu] point- 





WIN 


more 
pump sales 


WITH Myers 


Myers dealers across the nation are winning the 
race for pump sales by wide margins. Because 
Myers dealers have more to sell, they sell more! 


. .. with Myers, you get the best combination of 
pumps for your market: OLYMPIAN Jet Pumps, 
Reciprocating Pumps, Submersibles—plus, the 
only complete, local level business building plan 
in the pump industry. Includes year ‘round co- 
operative advertising and a wide range of other 
FREE selling aids. Backed by a sensible 
national and regional advertising 
aan * Sie program that really goes 
- (7) - SS after pump prospects for you. 
—n A. __ ae 
Semel DOK AT THE MYERS LINE UP OF ALL-STAR PERFORMERS 


SUBMERSIBLE 
PUMPS 

for deeper wells 
Y% to 15 hp— 
capacities to 
240 GPM 


Tr er ee 


OLYMPIAN (Convertible) JET PUMPS RECIPROCATING PUMPS 
for shallow or deep wells for shallow wells 
Y to 2 hp.—capacities to 40 GPM Y to 5 hp.—capacities to 66 GPM 


— 


. .. with Myers, your pumps are not “dust collectors’’"—they move from your 
stock, fast! Every pump in this great line of All-Star performers is designed and 
priced for dealer profit. 

. .. with Myers, you get Leadership Performance, Advanced Engineering, 
Full Value Pricing and Tailored Selection. For full details on how you can make 
money ... with Myers, contact your Myers wholesaler today! 


The F. E. Myers & Broa. Ca. 


ASHLAND, OHIO KITCHENER, ONTARIO 
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of-sale displays, and several rope 
dispensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 
Write in No. R19 on card, Pg. 77 


The Reichert Float & Manufactur- 
ing Co., 2250 Smead Ave., Toledo 6, 
Ohio, offers envelope stuffers, pack- 
age inserts, and newspaper ad mats 
to assist dealers in promoting its line 
of rubber tank balls and guaranteed 
leak-proof copper and plastic floats. 
For more information— 

Write in No. R20 on card, Pg. 77 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers the 
following merchandising aids free of 
charge to dealers: newspaper ad 
mats, display signs, self-mailer bro- 
chures, posters, and glossy photos on 
Hoosier Tarpaulins, Tents and Boat 
Covers. For more information— 

Write in No. R21 on card, Pg. 77 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful plastic display 
carton which contains the following 
assortment of Carolina Fishing 
Floats: 4 doz. No. 000; 4 doz. No. 00; 
2 doz. No. 0; 2 doz. No. 1; 2 doz. No. 
2; 1 doz. No. 3—list price is $16.90. 
For more information— 

Write in No. R22 on card. Pg. 77 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 
assistance from fishing experts who 
set up in-store demonstrations and 
lectures. Merchandising aids include 
the Mitchell Counter Card, die-cut 
for holding a Mitchell reel and one 
spool of Platyl; display stand for 


' Mitchell reels; an Abu Reflex trans- 


parent window streamer; an in-store 
streamer illustrating Six Steps to 
Successful Spin Casting; large and 
small size streamers featuring Mitch- 
ell reels; instruction manuals for all 
reels; with complete parts diagrams; 
and others. For more information— 
Write in No. R23 on card, Pg. 77 


Daisy Manufacturing Co., Rogers, 
Ark., has created a free dealer pro- 
motion package consisting of: a pyra- 
mid gun display ‘cowboy hat size) 
die-cut to hold any Daisy and card; a 
display card for the pyramid, and a 
newspaper advertising mat. For more 


information— 
Write in No. R24 on card, Pg. 77 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., 
continues its 14-day trial offer on 
Foley mowers, as a promotional aid 
to dealers. A customer is allowed a 
14-day trial on his lawn. If not sat- 
isfied, he may return the mower and 
get his money back. Dealer has noth- 
ing to lose as the company states that 
it will replace the used mower when- 
ever requested. Window streamer 
and ad mats available on all items 
including a banner on the Twin Cut 
30” riding mower for 1959. For more 
information— 

Write in No. R25 on card, Pg. 77 


©. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers 8-page consumer 
stuffers for enclosure with mailings 
or counter use; a 6-page consumer 
stuffer on Mossberg’s 4X scopes and 
its latest adjustable power scope; a 
Mossberg emblem decal for use on 
door or window; and a Retai] Sales 
Manual for the dealer and his sales 
staff. In addition, the company offers 
free electrotype advertising mats, 
as well as radio and TV commer- 
cials. For more information— 

Write in No. R26 on card, Pg. 77 


Rubbermaid, Inc., Wooster, Ohio, 





GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — 


FARMERS HAVE MORE MONEY 
THIS FALL THAN EVER BEFORE 


Their farms are electrified. They are producing 


more milk than ever before. They have read 


our advertisements in farm magazines and are 


ready to buy. 


GEM DANDY ELECTRIC BUTTER CHURNS 


There's a better than average profit margin for every 


churn you sell, 


“If you don't have ‘em 


You can't sell ‘em" 


Send for Distributor price list and get your order in right away for 


Christmas Sales. 


GEM DANDY — GEM DANDY 


Deluxe-Redmond Special (without Jar).$18.63 
Standard-Redmond Special (without Jar) $16.77 
5-Gal. Duraglas Jar in separate carton..$ 3.72 
3-Gal. Duraglas Jar in separate carton.$ 3.21 (Suggested retail $ 4.95) 
Model 4 Qt. Deluxe Jr. (including Jar) .$14.63 (Suggested retail $21.95) 


Send your order in today. 


ALABAMA MANUFACTURING CO., DEPT. S— Birmingham, Alabama 


GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY 


(Suggested retail $27.95) 
(Suggested retail $23.95) 
(Suggested retail $ 5.95) 


—— GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — 
— GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — GEM DANDY — 
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Are You Losing Money On Screws 
Due To Your Failure To 
Face These Facts? 


Question: Why is the Southern Screw line worth more 
to wholesalers and retailers? 


Answer: Because the Southern line has more built-in, 
pre-sold, resale power than any competitive 
line. 


Question: What do you mean by “resale power”? 


Answer: Any product that has features that make it 
sell faster, at more profit, to customers who 
will return to buy more of the same product, 
has “‘resale power’”’! 


Question: What if I can buy another brand of screws 


10% cheaper? 


Answer: You still lose money because the purchase 
price of the so-called “cheaper brand” does 
not include the exclusive features of South- 
ern fasteners. 


Question: Like what? 


Answer: Like the copyrighted EZ to C° Label system 
on Southern’s attractive package . . . Like 
the widest range of sizes and items. . . Like 
free literature and technical information for 
customer service . . . Like the pre-selling 
Southern does in national consumer and 
trade magazines . . . Like Southern quality 
that brings customers back for more South- 
ern Screws. 


Question: Where can I get more details about how 
Southern Screws can be profit items for me? 


Answer: Simply wire, phone, or write on company 
letterhead to Southern Screw Company, P.O. 
Box 1360, Statesville, North Carolina. Ask 
for our new Package List Price Catalog P-1 
showing in actual colors why the Southern 
line is really going places—and why you 
should go along too. 
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__ STEP into the 


with 


ARDOR 


PRODUCTS 


Ye LEG 
BRACKETS 


None finer on the market for Ping- 
pong tables or any table that requires 
folding legs. E-Z Folding Leg Brackets 
are of heavy duty one piece construc- 
tion with exclusive positive lock thot 
snaps in open or closed position. 
Attractively boxed in sets of 4 with 
screws. Suggested Retail $3.95 set 


FOLDING SHELF 
BRACKETS 


First with a neat, yet strong 
bracket designed specifically 
for wall-hung, fold down 
shelves and tables. Self contained 
with positive lock construction. Easy to 
install, attaches direct to shelf. No 
framing necessary. Attractively plated 
Sells on sight. Boxed in sets of 2 
Suggested Retail $3.95 set. 

















Ss 


{ 


E: Z BED TOOL 


Pocket size. No moving parts. Shapes 
wire hooks for ‘e" and '4" peg-board. 
in plastic tubes with aluminum wire; 
packaged in new counter box. Sug- 
gested Retail 98c. 


ARDOR 


MFG., INC 


IN CANADA: 
Mallory Hdwe. Products, Utd. 


Blenheim, Ontario 
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offers dealers a free dispensing unit 
for its shelf and storage area rubber 
coverings, Rubbermaid Shelf-Kush- 
ion, which comes in 45’ rolls. Mer- 
chandising aids for dealers stocking 
the product include window and wall 
banners, and consumer folders which 
feature additional home uses for the 
rubber shelving. For more informa- 
tion— 
Write in No. R27 on card, Pg. 77 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in support holes and serve as 
a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has a 
storage rack for extra stock. An in- 
formation chart is also available. The 
Hanson Self-Seller Display Cabinet 
for taps and dies contains initial as- 
sortment of taps, dies, screw extrac- 
tors, die stocks and tap wrenches, in- 
cluding all popular sizes, and is grad- 
uated according to normal customer 
demands. The cabinet requires coun- 
ter space 18 inches x 13 inches and 
has space in the back for extra stock. 
For more information— 

Write in No. R28 on card, Pg. 77 


American Biltrite Rubber Co., 
Chelsea 50, Mass., provides dealers 
with full-color literature, advertising 
mats, and photo artwork for Biltrite 
Garden Hose and Sprinklers. In addi- 
tion to a metal display rack on 
coasters, a full-color merchandising 
display is available which displays 
over 36 coils and may be used as an 
island or against the wall. Also avail- 
able are water flow charts and dis- 
play cards. For more information— 

Write in No. R29 on card, Pg. 77 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortments of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 
20 bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drill, two each of even sizes 
and one each of odd sizes %4” to 1”. 
No. 430 contains meta] wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 

Write in No. R30 on card, Pg. 77 


Stanley Hardware, division of The 
Stanley Works, 195 Lake St., New 
Britain, Conn., announces new and 
improved merchandising features for 





HACK SAW 
ay ee 


Better to Sell because 
your customers know 
they're Better to Buy 


Now is the time to check your 
stock of quality-made Victor 
Hack Saw Blades. Backed by 
consistent advertising, the full 
line offers your customers a blade 
for every metal cutting need. 

Special Flexible or Flexible 
The perfect blade for the boom- 
ing “do-it-yourself” market in 
your selling area. Economically 
priced. 

Moly® High Speed Steel 
A top quality blade that outlasts 
standard high speed blades by 
10 to 1. Easy to sell to those 
customers who want a long-last- 
ing blade at the right price. 

















THREE VICTOR HACK SAW FRAMES 
Here’s an “extra” item to boost 
the size of each sale. Blade 
changing is easy . . . automatic 
tensioning makes cutting easier 
by holding blade correctly. 


eyecatching 
DISPLAY 
ASSORTMENTS 


Two selling display cards offer 
your customers a complete as- 
sortment of Victor Blades. No. 
166 features 10 “Molyflex” 
blades. No. 45 offers assortment 
of 3 Special Flexible Blades. 
Order them both and let them 
do your selling for you. 


Sold Only Through Recognized Distributors 


Ask your Victor Distrib- 
vtor for @ supply of 
NEW Metal Cutting 
Booklets and Wall Charts. 


@® 4737 


VICT@R 


VICTOR SAW WORKS, INC. 
MIDDLETOWN, WN. Y., U.S.A. 
Makers of Hand and Power Hacksaw 
Blades, Frames, and Metal and Wood 
cee Band Saw Blades of every type 

ize. 





its cabinet hardware, including 
visible packaging, and self-service 
displays. Available to dealers is the 
new C-2 pegboard display stand. 
Fifty-seven select items are now 
visually packed, mounted on yellow 
and black space-saving cards, on the 
back of which carry all customer 
information: item name and number, 
suggested usage, proper application, 
finish, and materials. For more in- 
formation— 
Write in No. R31 on card, Pg. 77 


Moto-Mower, Inc., Richmond, Ind., 
offers its dealers a complete mer- 
chandising package. Included are 
window display materials, store ban- 
ners and streamers, point-of-sale ma- 
terials, mower stands, and colorful 
handle cards. In addition, a strong 
local advertising program including 
cooperative advertising is offered. 
For more information— 

Write in No. R32 on card, Pg. 77 


Columbus Plastic Products, Inc., 
Columbus, Ohio, offers a series of ad 
material for 1959 to merchandise its 
Lustro-Ware plastic housewares. Ads 
are illustrated, same size, on a 12- 
page newsprint folder. The mat 
service folder includes over 75 ads 
ranging from small  one-column 
drop-in spots one and two inches 
deep to larger 2-, 3-, 4- and 5-column 
display ads. Individual reproductions 
of over 200 items in the Lustro-Ware 
line are supplied also in mat or re- 
productive proof form for special 
promotional use. All materials, mats 
of ads, etc., along with point-of-pur- 
chase display material, are supplied 
free. For more information— 

Write in No. R33 on card, Pg. 77 


Southern Screw Co., Statesville, N. 
C., offers the Wood Screw Actual 
Size Chart which is designed es- 
pecially for the hardware dealer with 
a customer who wants a wood screw 
“just about this size.” The chart 
illustrates the actual size of wood 
screws in lengths from 3/16” to 6” 
and #0 to #24 diameters. Also il- 
lustrated are driver types and head 
styles with materials and finishes 
listed. The chart is printed on glossy 
stock. Dealers may obtain the chart 
without charge from their distributor 
—available through this source only. 
For more information— 

Write in No. R34 on card, Pg. 77 


Campbell Chain Co., York, Pa., of- 
fers the following display units: The 
compact Chain Reel Display Unit, 
which has bins for accessories at the 
top and a chain cutter attached, re- 
quires less than two square feet of 
floor space. It has a blue and yellow 
baked finish; is 5334” high, 20%” in- 
side, 21%4” deep. The Proof Coil 
Chain Merchandiser which requires 
only one square foot of counter or 
floor space; shipped pre-assembled. 
Unit is 24” high when used for 
counter display; stands 39” high when 
used as a floor unit. Blue Temper 




















HEX HEADS 


CC 
SQUARE Heaps 7 


... and we'll be more than pleased to fill 
your needs. 


The choice between hex head and square head 
bolts, we feel, is up to the customer. What 

he wants, we'll supply. 

That's why CLARK .. . a tested and proven 
producer of carriage and machine bolts for 
over a hundred years .. . supplies both 

hex and square heads. 


They are available in a full range of sizes 

... With or without nuts . . . in bulk or 

Clark’s superior packaging. 

Write today for complete information and prices. 


REQUEST FREE CATALOG covering the complete 
CLARK line of industrial fasteners. 


CLARK BROS. 
BOLT CO. 


MILLDALE ®© CONNECTICUT 
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TRADITION 


is part of 
ev 
MANN axe! 


This handsome axe swings with 
authority . . . because it is rooted 
in the tradition of fine tool mak- 
ing. Made by fifth-generation 
craftsmen, in the patterns and 
finishes dictated by long tradition. 
Choose the “Colonial” brand — 
each one beveled for easy cutting 
that fails to pinch and bind — 
made in two double-bit patterns 
and four single-bit patterns. 
Choose the right weight for 
YOUR customers . . . from 3 to 
4-/, Ib. heads. 


Tradition has made Colonial a 
favorite with seasoned wood-cut- 
ters — because we believe there's 
NO FINER AXE MADE IN 
AMERICA! 


Send for our new catalog: 


MANN EDGE TOOL COMPANY 


Lewistown 2, Pennsylvania 


“WESTERN” PATTERN 


double-bit Colonial 





REUABLE 


JUSTRITE 


CARBIDE 
LAMPS 


FAVORITES 
THROUGHOUT 
THE SOUTH / 


inch size. 


POPULAR PRICED, 
BIG VOLUME SELLERS 
THAT RING UP SALES! 


Famous for generations for reli- 
ability, these carbide lamps give 
bright, white outdoor light at 
low cost. Safe, easy to operate. 
The new cap models burn 4 
hours. Hand models burn 8 
hours, have automatic water 
feed. Both styles have highly- 
polished reflectors, 4-inch or 7- 


No. 2-840 Cap Lamp 
4-inch Reflector 
Suggested Retail $3.70 


JUSTRITE 


ELECTRIC HEADLAMPS 


Active men like this easy to use, rugged, all- 
weather lamp that leaves hands free. Has power- 
ful focusing beam, wide 


Proof Coii Chain Assortment consists 
of 3/16” and %” chain in 10’, 15’, and 
20’ lengths; 5/16” chain in 10’ and 15’ 
lengths. For more information— 
Write in No. R35 on card, Pg. 77 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No. R36 on card, Pg. 77 


Langley Corp., 310 Euclid Ave., 
San Diego 12, Calif., is offering a 
17” x 20” display banner free to all 
dealers. Printed in bright green and 
black on a fringed white satin back- 
ground, the banner features the sym- 
bolic Langley sea-lion. Pressure-sen- 
sitive adhesive backing at the top 
permits mounting of the banner to 
the wall behind the reel display. For 
more information— 

Write in No. R37 on card, Pg. 77 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter dis- 
plays, and special store displays in 
numerous sizes, colors, and materials. 
These include a 6-tier wire rack dis- 
play for asbestos siding, rigid model 
boards, etc.; a two-piece metal en- 
trance doorway sign; and a_ truck 
sign. Also included are a number of 
colorful counter displays. For more 
information— 

Write in No. R38 on card, Pg. 77 


McCulloch Corp., Marine Products 
Division, 2901 East Hennepin Ave., 
Minneapolis 13, Minn., in its “Adver- 
tising and Promotion Dealer Hand- 
book,” covers all of the sales promo- 
tion material available to Scott deal- 
ers in 1959. This material includes 
formats and ad builders; window 
streamers which feature Scott’s 1959 
motors; handout stuffers; line fold- 
ers; dealer decals; service uniforms; 
miniature Scott plastic motors; a col- 
or billboard; changeable translight 
display; roadside sign; radio scripts; 
30-minute, 4-color movies; preview 
poster; counter display; store front 
signs; clock sign; motormobile sign; 
boatmobile sign; blackboard cutout 
displays. For more information— 

Write in No. R39 on card, Pg. 77 


Molly Corp., Reading, Pa., has 
available for dealers: metal merchan- 


adjustable head strap, 
4-foot cord, switch on diser #612 containing 600 Molly 
roan ag Ay a cy screw anchors and 12 utility plugs; 
We. 1904-2 Heodiomp ih Ob cardboard counter display #200 con- 
Suggested Retail $2.95 taining 200 screw anchors, 2-color 

leaflet on screen anchors; 2-color 
leaflet on Hi-Speed Installer; 2-color 
leaflet on utility plugs; 2-color leaf- 
let on Molly Jack Nut; 3-color, 21” 
x 9” window streamer featuring Mol- 


ask your local 
distributor or write 
for catalog 
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ITT dt choke 


* DIRECT DRIVE 


Shakespeare. wénoenast 


NO. 1798 - $26.50 


NEW push-button Fishing 


with Bait Casting Power! 


Newest achievement of Shakespeare engineering! This amazing 
new Shakespeare push-button reel with its new direct-drive retrieve 
and “positive control’’ revolvo-drag brings an entirely new idea 
to push-button fishing-—-opens wide, new doors for tackle 
dealers! Now you can give your customers not only 
quick as a flash—-with push-button magic’ but also constant 
positive fish control and powerful direct-drive retrieve. All combined 
in one spectacular new level-wind push-button reel that will really 
land the big ones. Of course, the same powerful national advertising 
that has made “push-button magic’’ synonymous with easy casts 
and engineering perfection will tell your customers about this 
great new Shakespeare push-button reel. 


at 7 OLY) 


sales 


“easy casts, 


like using 
your low-gear 


No. 1798 push-button WonderCast. Factory filled with approximately 
going down a steep hill 


100 yds. 15 lb. monofilament $26.50 
P.S. See us at the National Hardware Show, Booth 419-20, Sept. 28 to Oct. 2...N.¥Y.C. SHAKESPEARE 
TUBULAR GLASS 


WONDERODS 


DOUBLE-BILT with: 
CARBOLOY 
PICK-UP PIN 


A reinforcing gloss 
EXCLUSIVE PICK-UP FEATURES 


fiber 
New rubber 





Py 


cylindrical wall 
on the inside ond 


2. Thousands of paral 





lel gloss fibers on the 
outside for strength 


TURN ON POWER ANY TIME 


Famous Shakespeare direct-drive and posi- a 


There's o Shakespeore 
Wonderod for 


TIME TESTED LEVEL-WIND- 


o 0 ever 
bumper eliminates line Oscillating pick-up winds each “new" turn y 


tive new revolvo-drag combine to give you 
instant power the second you need it. When 
fish is running the cronk turns bockward, 
against revolvo-drag pressure. Forward 
turn of crank immediately engages 4 to | 
direct drive retrieve. No power loss. 


pinching. 


. Carboloy pick-up pin wears like o dia- 
mond—stays smooth. 


. Long lasting hard chromed wear rings 
rotate to spread wear. 


ocross a smooth pattern of many turns under- 
necth. Eliminates chance of pile-up. Even 
under heoviest fishing strain the line does 
not wedge down, assuring smooth retrieve 

and even more important, long 
effortiess casts. 


type of fishing. Above, 
No. P1594 Presidential 
Push-Button Wonder 
rod. 6° M, 6’, 66" L 
or XL and, 7°. $27.95 





MORE profit opportunities 


with Shakespeare 
push-button reels! 


a Shakespeare 
USH-BUTTON 


WoNDERCAST 


Ne. 1797 Heavy Duty, Level-Wind Push-Button WonderCast, 
filled with 100 yds. 12-ib. monofilament 

No. 1579 Matching Push-Button Wonderod. 6’ and 6'6” L, XL 
or M action or 7° 


EASY SALES FAST TURNOVER 
WITH AMERICA’S MOST POPULAR 
LINE OF PUSH-BUTTON REELS 


Powerful national advertising has made 

“Push-Button Magic’’ synonymous 

with easy casts and engineering per- 

fection. Now, more than ever your 

customers will be asking for Shake- 

speare push-button reels. Cash in on 

this terrific consumer demand by stock- 
No. 1794 Level-wind push-button WonderCast ing, featuring and selling all the popular No. 1777 Heavy duty push-button WonderCast 
filled with 100 yds. 8-Ib, monofilament. . $22.95 Shakespeare push-button reels filled with 100 yds. 10-Ib. monofilament $19.95 


<€ 


No. 1775 Popular push-button WonderCast No. 1774 Economy push-button WonderCast 


Ne. 1776 Deluxe push-button WonderCast filled 
filled with 100 yds. 8-lb. monofilament. . $18.95 filled with 100 yds. 8-ib. monofilament. . $14.95 


with 100 yds. 8-Ib. monofilament $19.95 


Please send me your new 1960 illustrated Price List. 


NAME 
ADDRESS 


CITY 














7 big reasons why you should not starve your stock today 


MORE PEOPLE... U.S. popula- 

tion has doubled in last 50 years! 
Four million new babies born yearly! 
Prosperity curve has always followed 
population curve! 


MORE JOBS ... There are 15 
million more jobs than in 1939! 
There will be 22 million more by 1975! 


MORE INCOME... . Family in- 

come, after taxes, is now at all- 
time high of $5300—expected to pass 
$7000 by 1975! 


MORE PRODUCTION... U.S. 
production doubles every 20 years! 
It’ll take millions more people to 
make—sell—and distribute all our 
products with every succeeding year! 


MORE SAVINGS .. . Individual 

savings are at a record high — $340 
billion—making a record amount 
available for spending! 


MORE RESEARCH .. . $10 billion 
spent each year means more jobs, 
more industry, better living! 


YOUR FUTURE IS GREAT IN A GROWING 


MORE NEEDS ... £500 billion 

worth of schools, highways, homes, 
durable equipment is needed in next 
few years. It means opportunities for 
all! 


It all adds up to another big upswing. 
Be sure you're ready for it — and 
you'll be sure to profit from it. 


FREE! Get going today! 
Write at once for illustrated 
“How To Turn the Tide” 
booklet offering valuable 
and vital selling ideas. The ae me A 
Council, 25 W. 45th St., N. Y. 36, N. Y. 


AMERICA 
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BELLS 
THAT 
SELL’ 


Assortment 


A COMPLETE 
BELL DEPARTMENT 


28 Bells with FREE DISPLAY 


Dealer Cost $11.95 
Retails For $19.78 


FULL 40% FOR DEALER 


SCHOOL BELLS 
PATIO BELLS 
BRASS HAND BELLS 
TEA BELLS CALL BELLS 
COW BELLS 





VIN BROS. 
MFG. COMPANY, East Hampton, Conn. 
Sales Representatives 
JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 6, N. Y. 
ene Bros. Mfg. Company 
105 Duane Street, New York 6, New York 
Please send me more information on the 
No. 1200 ‘Bells that Sell’ Assortment. 


NATIONAL L HARDWARE SHOW 
Coliseum — N. Y. Ci 
September 28 - Oct. 





ly screw anchors; and newspaper 
mats. For more information— 
Write in No. R40 on card, Pg. 77 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No. R41 on card, Pg. 77 


Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St., Kansas City, Mo., 
offers to dealers without charge full- 
color mailing pieces and ad mats on 
all mower models. A new riding 
mower and two new reel mowers 
have been added to the 1959 line. For 
more information— 

Write in No. R42 on card, Pg. 77 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a postage paid return order card 
is available upon request. For more 
information— 

Write in No. R43 on card, Pg. 77 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 

Write in No. R44 on card, Pg. 77 


©. Ames Co., Parkersburg, W. Va., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats 
provide generous space for imprint 
and price. A proof sheet showing 
available mats is available upon re- 
quest. For more information— 

Write in No. R45 on card, Pg. 77 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, ete. The display, 23 in 
all, can be mounted in units of one, 


two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12, and 
16 panels are available at low cost. 
Crescent also has display cards avail- 
able at no cost. For more informa- 
tion— 
Write in No. R46 on card, Pg. 77 


Heineke & Co., Springfield, Ill., of- 
fers Excello mower dealers a special 
demonstration package featuring the 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con- 
trol. With each single purchase of 
any assortment of six power mowers 
by a dealer, the company will ship, 
freight prepaid, one Model 271 at a 
special low price, with a kit of sales 
aids, free of charge, consisting of the 
following: display stand; handle fea- 
ture card; window banner; door ban- 
ner; lawn care brochure; power 
mower trade-in “Blue Book;” leaf 
mulcher kit; envelope folders; win- 
dow “Authorized Dealer” decal; full 
line giant wall banner; master repair 
parts charts; order blank for dealers 
to request additional quantities, free 
of charge, of these Sales aids, plus 
newspaper mats, radio and television 
spots. For more information— 

Write in No. R47 on card, Pg. 77 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, IIl., offers a versa- 
tile point of purchase display stand 
for its line of personal scales. The 
stand, No. D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board. It is 16” high by 11” 
wide. For more information— 

Write in No. R48 on card, Pg. 77 


Amerock Corp., Rockford, IIL, of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal- 
ers. For more information— 

Write in No. R49 on card, Pg. 77 


Plymouth Cordage Co., Plymouth, 
Mass., invites dealers to participate 
in its “Rope Tricks” promotion by 
offering a free “Rope Tricks” Mer- 
chandising Kit. The Kit contains 25 
copies each of illustrated folders on 
“How to Have Fun with Rope,” “How 
to Decorate with Rope,” and “How 
to Use Rope” designed for children, 
ladies, and men respectively, plus a 
wall or counter dispenser rack for 
displaying the folders. A _ large 
streamer and set of newspaper mats 
are also included. The kit is available 
with the order of one of Plymouth’s 
three rope merchandising units: The 
HandyPak which is a 13-coil unit, 
cellophane wrapped, that comes with 
a free display; the SalesRak which 
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I’m set for ’60. I’m going quality 
with MOTO-MOWER! 


For steam, hot or cold 
water, oil, gas and compounds. 


Sensitive ...Rugged 


Designed for rugged service. These valves 
are also available with rubber poppets for 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 
in seven sizes, 200 lbs. pressure. Won't 
stick. We will design special Check 
Valves. Tell us your needs. 
Write today for Bulletin 204, or 
telephone Horrison 3313 today. 


STRATAFLO PRODUCTS, INC 


FREE Catalog FORT WAYNE, INDIANA 
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carries three popular sizes of rope on 
connected spools to sell in lengths up 
to 200 and 300 feet; and the Rope 
Department, which holds three of 
Plymouth’s 500’ or 1000’ Reddy-Meas- 
ured coils, marked every 10 feet, in 
colorful cartons, and with shelf to 
display Plymouth’s packaged items. 
The Rope Department is free with an 
order for three coils and one package 
of Handy-Pak. For more informa- 
tion— 
Write in No. R50 on card, Pg. 77 


Jackson Manufacturing Co., Har- 
risburg, Pa., has available the follow- 
ing sales aids: 3-fold color circular on 
home and garden equipment line; 
84%” x 11” page describing wheel- 
barrows, lawn rollers, garden carts, 
and lawn spreaders; single-column 
newspaper mats illustrating any one 
of the garden equipment line. For 
more information— 

Write in No. R51 on card, Pg. 77 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 
paper ad mat sheets, publicity re- 
lease, catalog sheets, radio spots, and 
full-size samples of window banner, 
hanger or counter card, and consum- 
er folders for Blue Ridge and other 
Republic form products. If dealer 


wants ad mats, or sales material in 

bulk, the kit includes a postage-paid 

order card. For more information— 
Write in No. R52 on card, Pg. 77 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a window streamer and a deal- 
er’s return order post card for addi- 
tional material. Four-color, self-ad- 
hering clear acetate, 10” x 24” win- 
dow posters for glass doors, display 
windows and display cases are now 
available. For more information— 

Write in No. R53 on card, Pg. 77 


Lamson & Sessions Co., 5000 Tie- 
deman Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which 
is 54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite-Plated” bolts, nuts, and screws 
For more information— 

Write in No. R54 on card, Pg. 77 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotional items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 


the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social, and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For more 
information— 
Write in No. R55 on card, Pg. 77 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers 
a complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. R56 on card Py 77 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg 
board display with crystal clear plas- 
tic shelf free with its UP-39 Display 
Assortment of Upson Standard Screw- 
drivers. The display may be used on 
wall, counter, or shelf; requires 11 
inches of space; price and type num- 
ber are printed for each item. Holds 
39 drivers, nine sizes of fastest mov- 
ing numbers, and two types (31 slot- 
ted head, eight crosspoint). Packed 
one to a carton. For more informa- 
tion— 

Write in No. R57 on card, Pg. 77 





HOLD-E-ZEE and UPSON 


SCREWDRIVERS 


Featuring the Original 


adneccc contin EDO oR MEE Er scccccccs 


Exclusive, patented LOK-BLOK prevents blade 
drive through and twisting. 
Quality Unsurpassed—Performance Unequalled 


Hexagon blades of finest chrome vanadium 
steel tempered entire length, chrome 
plated. Handles of unbreakable, fire 
resistant Tenite II specially shaped 

for sure grip, comfort. 

Both lines have the specially 
engineered crosspoint bit 
—recognized as the 
best. Bit fits both 
types recessed 

head screws. 


a 


UPSON 
Standard 
Screwdrivers 


Have same top qual- 
ity and sontadine 
features (except Gri 
per) of celebrated HOL 
E-ZEES—but low priced. 


HOLD-E-ZEE & UPSON LINES FEATURE 
SEL-FAST MERCHANDISING UNITS 


Nt 


iA 
{| 
a 


HOLD-E-ZEE 


The Original Auto- 
matic Grip Screwdrivers 


Famous spring action Gripper 
recedes deep into handle 


giving full blade use. | 


y ) 


UPSON BROS., INC. Jrrnaiijpaue 
NS 


ib 


The ONLY Full Featured Drivers 
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ROCHESTER 14, N. Y. 








Well... yes... there are other 
power mower lines. But MOTO-MOWER’S 
The Profit Line for ’60! 



































er FLOWER FENCE 


Here’s a brand new idea in garden 
protection—a sure-fire opportunity for more “bloomin’ 
profit’ next spring and summer. Modern WRIGHT 
Flower Fence, with wide “see through” openings, 
easily adjusts to up-and-down-hill garden levels and 
irregular garden shapes. Can be used also for shrub 
supports, arbors and trellises — easy to install and 
remove. Comes in 50 ft. rolls with eye-appealing 
“self-seller” labels — 19” high with 4” built-in stakes. 
Welded construction. 


G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER 3, MASSACHUSETTS 
Your most dependable source of supply for 
Industrial Wire Cloth © Woven Wire Lath © Hardware Cieth 
Welded Wire Fabric © Wire Strand © Hexagonal Netting 
Gutter Guard © Packaged Galvanized Wire 





LONG SERVICE 
PLASTIC & SOLDERLESS 
COPPER FLOATS 


individually inspected, tested and gueranteed 
leak-proof. The high-impect polystyrene is uncflected 
by the chemical content of any water. 

Exclusive seam and spud construction makes the 
copper float the world's strongest. 

Sizes, shapes and styles for every requirement. 
Humidifier and sump pump floats. 

Special oats made to your specifications. 


SPIN-SEAT’ TANK BALLS 


Revolve on flushing. Seat in different position every 
time. 


RITE-SEAT’ TANK BALLS 


Both are live rubber. Guarantee positive clesing. Fit 
oll standard tenks. Packaged in attractive boxes and 
doren-lot display cartons. 


Catalog and prices om request. 


THE REICHERT FLOAT & MFG. CO. 
2250 Smead Avenue . Toledo 6, Obie 


*Trodemork Reg. 
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NEW PRODUCTS 


Packaged Boat Hardware 


Marine Products Division of the 
Presto Lock Co., Garfield, N. J., is in- 
troducing a line of marine hardware 
designed for self-service merchandis- 
ing. 


The company is _ skin-packaging 
each set of hardware in Krene cast 
vinyl film. Under the name “Presto 
Pac” each hardware item — cleat, 
chock, handle, eye, mooring bitt, etc. 
—is clearly visible to the purchaser. 

Screws are included right in the 
package. Sales message is printed on 
the backboard. For more informa- 
tion— 

Write in No. 982 on card, Pg. 77 


“Big Bag" Toro Rotary 


A five-bushel Big Bag to match 
the vacuuming action of its Whirl- 
wind rotary mower is announced by 
Toro Manufacturing Corp., of Min- 
neapolis. 

Through October 31, two of the 
bags, plus the mounting rods to fit 
them to any Whirlwind mower of 
“Wind-Tunnel” design, will be given 
free with each purchase of a “Wind- 
Tunnel” rotary unit—a $12.95 value 
that also can be purchased independ- 
ently. Additional Big Bags will sell 
for $7.95 for two. 

Dealers are required to order a 
minimum of three units. They will 


132 


also receive free display kits and 
other promotion aids. For more in- 
formation— 

Write in No. 983 on card, Pg. 77 


Liquid Steel 


Liquid Steel, mixed and ready to 
use right from the tube, is introduced 
by Woodhill Chemical Co., 1390 East 
34th St., Cleveland 14, Ohio. It can 
be applied with a spatula, brush, or 


For more information on these new products 
use the return free post card on page 77 


sprayed on; tube has a special appli- 
cator cap. 

Liquid Steel will adhere perma- 
nently to all metals and will bond 
securely to concrete, fiberglass, wood, 
and many types of laminated woods. 

Packaged in a Show-Pak card 
which has full instructions for use, 
a 6% oz. tube will retail for $1.00. 
Also available in half-pints, pints, 
quarts, and gallons. For more infor- 
mation— 

Write in No. 984 on card, Pg. 77 


Electric Can Opener 


A combination electric can opener, 
clock, and signal timer are offered in 
a single appliance, the Can-O-Matic 
Aristocrat, by the Rival Manufactur- 
ing Co., 36th & Bennington, Kansas 
City 29, Mo. 


The product is 8” high, gains an- 
other 142” when the retractable legs 
are used for extra tall cans. Has re- 
movable magnet and cutter. 

The Can-O-Matic Aristocrat retails 
at $34.95, federa] tax included. An 
18-karat gold-trimmed model, the 
“Century Aristocrat,” is available for 
$100. For more information— 

Write in No. 985 on card, Pg. 77 
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Versatile Planter 


A versatile planter with built-in 
depth gauge which can be used for 
vegetables, bulbs, small trees, shrubs, 
is announced by O. Ames Co., Park- 
ersburg, W. Va. 


—wo 





The planter is of strong, durable 
steel topped by tubular steel “T” 
handle; blade is reinforced with ribs 
for extra strength. It is available with 
straight wood handle without depth 
gauge. 

Dimensions: head, 114%” long from 
step; width of step, 74%”; core di- 
ameter, 244”; gauge adjustable from 
2%” to 742”. For more information— 

Write in No. 986 on card, Pg. 77 


Shotgun Shell Reloader 


A shotgun shell reloader called 
the Texas Loadmaster, which punches 
out old and inserts new primer, loads, 
wads, crimps, and ejects shell, is 
announced by Sovereign Instruments 
Co., 8305 Sovereign Row, Dallas, Tex. 

To retail for about $69.75, the 
Texas Loadmaster is offered with a 
choice of precision-bushed load bars 
for 12, 16, and 20 gauge shells; each 


load bar furnishes two different load 
capacities at no extra cost. 
Performs without bolting down, 
but drilled base is provided. For 
more information— 
Write in No. 987 on card, Pg. 77 


“Rodent Repeller" Feeder 


Ardmore Specialties, Ardmore, Pa., 
is introducing a “squirrel-proof” bird 
feeder called the Electronic Rodent 
Repeller. 


Utilizing electric current to pro- 
duce a mild shock, the device works 
on the see-saw principle. The pri- 
mary perch is counter balanced. A 
micro switch is installed. Squirrels 
weighing over eight ounces cause the 
micro switch to make contact. A 
small six-volt dry cell battery is suf- 
ficient to activate the coil, inducing 
the shock. 

List price is $34.50. For more in- 
formation— 

Write in No. 988 on card, Pg. 77 


Chain Saws 


Two new chain saws manufactured 
by Remington Arms Co., Inc., chain 
Saw Division, Bridgeport 2, Conn., 
are backed by a full year guarantee. 

Both gasoline-driven saws are 5-hp 
and gear driven. Model SL5-R with 
straight bar, shown, has Remington’s 
exclusive roller bearing nose guide. 
Available in lengths up to 36”. 

The second is the SL5-RP, a direct 
drive pinchless saw with a 14” ca- 
pacity bow and a guide designed to 
prevent pinching and binding in con- 
tact. For more information— 

Write in No. 989 on card, Pg. 77 
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Outdoor Vacuum Cleaner 


The 31” wide MusVac, an outdoor- 
indoor gasoline powered vacuum 
cleaner, is being introduced by Mus- 
grave, Inc., 2755 Columbus Ave., 
Springfield, Ohio. 


Designed to pick up wet or dry 
leaves, grass clippings, sticks, food 
debris and similar trash, the Mus- 
Vac can be used on any firm sur- 
face. 

Strong suction action, created by 
an enclosed impeller driven by the 
4-cycle gasoline engine, makes the 
MusVac easy to use. Brushes and 
bristles are eliminated, along with 
belts, pulleys, and gears. For more 
information— 

Write in No. $90 on card, Pg. 77 


Plastic Tackle Box 


The #5802 plastic tackle box in- 
troduced recently by Plano Molding 
Co., Plano, Ill, has two cantilever 
trays which provide 10 single and 
two double compartments for lures 


and small tackle. The bottom of the 
box holds bait and spin-casting reels. 
The box is made from Dow 480 
impact-resistant plastic. It is cor- 
rosion and rustproof, and has solid 
brass hardware and nylon latch. Di- 
mensions: 12-7/8” long, 5-3/8" deep, 
and 5-1/8” wide. Marbleized green 
throughout. For more information— 
Write in No. 991 on card, Pg. 77 
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Chain Saw 


The “Little Giant” direct-drive 
chain saw has been added to the line 
of Titan chain saws manufactured by 
Propulsion Engine Corp., 311 Marion 
Ave., South Milwaukee, Wis. 

Designed for the occasional user, 
the saw has a recoil, positive-action 
starter, with a quick-start throttle 
lock linkage; a multi-position carbu- 
retor; a full-sized gasoline tank; 
Separate chain-oil reservoir; and 
thumb tip oiler. 

The “Little Giant” retailing at 
$129.95 has a 16” standard bar and 





Wagon Display sells for you! 


Model #50 wagon display stacks verti- 
cally up to 5 wagons. Requires mini- 
mum of floor space and can be moved 
from place to place. Each fixture is 
adjustable. Can be used over and over 
again on all types of wagons. Entire set 
to display up to 5 wagons costs $4.85 
(for a limited time only) wt. 11 Ibs, 


Postage Prepaid. Order yours today! 


6515 W. Grand Ave., Chicago 35, Illinois 
Please s« thet ) 

Price Total 

$4.85 


Enclose check with order, 


Quantity 





chain, A heavier duty bar is $7.50 
extra. For more information— 
Write in No. 992 on card, Pg. 77 


Swing Chain Kits 


Packaged in a colorful polyethy- 
lene bag, the Acco Swing Chain Kit 
contains the necessary components 
for a children’s swing. Manufactured 
by the American Chain Division, 
American Chain & Cable Co., Inc., 
York, Pa., the kit can be utilized 
to repair an existing swing or make 
up a new one. 

The kits contain 
bright zinc plated No. 1/0 Double 
Loop (Tenso) Chain, each 10’ in 
length; four “S’” hooks, also bright 
zinc plated; and two nylon bearing 
hangers. For more information— 

Write in No. 993 on card, Pg. 77 


two pieces of 


Tilting Arbor Saw 


Toolkraft Corp., Plainfield St., 
Springfield, Mass., announces a 9” 
Tilting Arbor Saw, Model 829, capa- 
ble of cutting stock 3%” thick; de- 
signed with a built-in 1-hp G.E. 
motor. 

The saw can be moved easily. The 
rib fence locks on front and rear of 
table with a single touch lever and 
Slides on a bar graduated in 1/16” 
markings. Another feature is the 
precision ball bearing %” arbor. 

Model 829 has a 16” x 20” polished 
ground cast iron table which extends 








END septic tank 
TROUBLES ! 


NEW 


FREE-ALL 


ACTIVE N Inert Matter 
6 Month 


Hment Lasts 4 


vents, frees tank clogging 
@ Easy—Just pour into toilet and flush 
@ Safe — Won't harm humans, animals, 
plumbing 
Stock — display — order today! 


G. N. COUGHLAN COMPANY 
West Orange, N. J. 
Mfr. of Chimney Sweep, Process 33, Oven-Al 
‘wen Cleaner, De-Moist, Easy-Aid Silver Cleane 








W. R. C. Smith Publishing Co. 


C) New 


~ Slaymaker offers * 
FREE RACK 


to display locks in 


SKAHLEES 


® See-Packed Locks Outsell Others as Much as 5 to 1 
Whether you use the free wire rack or display the pe 
locks on pegboard, counter or bin, you'll enjoy the 

E extra profit you make with Slaymaker padlocks in 
the dramatic See-Pack. Ask your jobber, or write ... 

% SLAYMAKER LOCK CO, e LANCASTER, PA. 

World's Largest Producer of Brass Padlocks : 


a” a 


ee Se eS ee ee ee ee 


Department SH-9 
806 Peachtree St., N.E. 
Atlanta 8, Georgia 


C] Renewal 


Please enter my subscription to SOUTHERN HARDWARE for 3 
years. 


Name —_ 

_ ee Position _ 

P. O. Box or 

Street and No, : oo siiecadiaedl 

City a State . 
C) Enclosed find $2.00 C) Send bill for $2.00 
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dl 


MOTO-MOWER’S Early Buy Program 


will open your eyes, too! 


PRODUCTS ARE PACKAGED 
TO CATCH EYES 

AND CREATE SALES 
Clotheslines « Sash Cords « Mason 
Line « Starter Cords « Jump Ropes 
« Water Ski Ropes « Hanks: Vene- 
tian Blind. Traverse, Shade Cords, 
Anchor Rope, Tow Lines, etc. 
Enjoy added volume and extra 
profit with NOVA Products... 
our Sales Offices in all parts of 
the country. 


West Georgia Mills 
Ine. 
Whitesburg, Georgia 


stock the full line of 
Eppinger’s Genuine 


ardevles 


Y increase your profits 4 to 1. 
over 50 years of fisherman 
acceptance and confidence. 
Write for FREE catalog 
LOU J. EPPINGER MFG. CO. 
1757 Puritan Ave., Dept. Si-9 Detroit 3, Michigan 


cc 
‘G 
GENS(D 


BUSHMAN _ i) / 
of ae | >) 
BOW aie 
SAWS 


GIVE 


YOU 


PROFABILITY © 


¢] 3. b-) os oa ge) eo] 


Division of General Stee! Warehouse 


1806 N. Kostner Avenve + Chicago 39, Illinois 
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SELF-LOCKING 


EASY HANG perforated 
board fixtures! 


Fastel 
easiet 
more positive 
OcKing 


without clips! 


Bubble-packed and 
Card-mounted packaging. 


The most popu- 
lar Easy Hang 
Fixtures—24 
items—are now 
packaged on 
Card-mounted 
or Bubble- 
packed Displa 
Cards to assure quick 
identification . . . stimu- 
late self-selection . . . de- 
velop volume sales. 


merchandiser 


A store-tested Easy 
Hang department in 
itself. Holds assort- 
ment of self-locking 
fixtures, plus perfo- 
rated board in bin 
at back. Takes small 
24” x 21" floor space. 
Drop-shipped, pre- 
paid. Call your job- 
ber or write today. 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 





to 34” x 20” with a set of two ex- 
tensions. Retails for $149.95. For 
more information— 

Write in No. 994 on card, Pg. 77 


Miniature Spinning Reel 


A miniature spinning reel, Compac 
Atlas #89, is offered by Commerce 
Pacific, Inc., 161 West 24th St., Los 
Angeles 7, Calif. 


The complete unit in metallic grey, 
hardbaked enamel is built like a 
watch in a watch-thin case and 
weighs only 6.8 ozs. 

Capacity: 130 yds. 6# test; 200 
yds., 3# test. Comes complete with 
vinyl zipper bag. For more informa- 
tion— 

Write in No. 995 on card, Pg. 77 


“Charcoal Exciter" 


Root-Lowell Corp., 445 N. Lake 
Shore Drive, Chicago 11, Il., recently 
introduced the “Charcoal Exciter” 
which produces a continuous air blast 
to enable the user to obtain hot char- 
coal fires faster. 

It measures 27” overall and is fin- 
ished in coppertone. Each unit is 
mounted on a colorful point-of-sale 


display card to appeal to outdoor 
chefs. 

Sales literature is available. For 
more information— 

Write in No. 996 on card, Pg. 77 


Contact Cement 


Weldwood Super Contact Cement, 
a non-flammable, non-toxic water 
base adhesive which bonds on con- 
tact, has been added to the line of 
Weldwood adhesives distributed by 
United States Plywood Corp., 55 West 
44th St., New York 36, N. Y. 

Only a single coat is needed in 
bonding plastic laminates, plywood 
paneling, leather, Novoply, hard- 








Sell More 


Expansive Bits 
with this 
VISUAL 
PACKAGE 


4 


»\ fe 


i 
m 
\ 


for 
open 
counter 


This ONE Bit 
Bores ANY 
HOLE SIZE 
from 7%" to 3” 


Conn.Valley likewise furnishes an Expansive 
Bit cutting holes as smal! as 42”"—also extra 
cutters boring up to 5”. Other Conn. Valley 
Expansive Bits made with machine shanks for 
power drills. Consult your jobber's catalog 
for order numbers. 


tHe CONNECTICUT VALLEY mre. co. 
CENTERBROOK 11, CONNECTICUT 
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@ ready-to-use clean white 
ploster. Available in 

1, 2% and 5 lb. cartons, 

2, 5, 10 and 15 Ib. poper 
bogs, 25 and 50 ib. bags 
ond 100 Ib. drums. 


becomes a solid part of the 
lumber. Available in 1 and 
5 lb. cartons, 25 and 50 Ib. 

bags ond 100 Ib. drums. 


ty ‘te * “S . 
finish, and will not shrink or 
fall out. Available in 1 and 
5 Ib. cartons, 5 and 25 Ib. 
bogs ond 100 Ib. drums. 


ers you'll stick with Consumers.” 
ur wholesaler 


CONSUMERS GLUE CO. 





. A 
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Is your 
future 
frozen 
in? 


HERE'S ROOM TO GROW 
1 U.S. ROYAL 


U.S. Rubber gives you full “major” support with 
unlimited room to grow. Only U.S. provides a com- 
plete line of quality products with brand acceptance. 


PLUS the pre-selling power of original equipment. 
PLUS “Room to Grow”—no factory store competition 


to hem you in. 


Think these facts over —then call your jobber and put 
in a complete stock of Royals. 


America’s Fastest a ob 
Selling Bicycle Tires u er 
Sh h th R ! 
own hove ave the U.S. Reye CYCLE TIRE DEPARTMENT 
Chain, U.S. Royal Middle 549 Eost G 
weight ond the U.S. Royal indi ee: peorgia Street 
Lightweight. All greot tires! - 6 





United States Rubber, Cycle Tire Department 
549 East Georgia Street, indianapolis 6, Indiana 


Tell me more about the U.S. Royal dealer plan 
Nome 
Address ___ 


City Zone State 





Leese eeeeeeeesoeaaaasead 
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board, and fabrics. The adhesive may 
be brushed, sprayed, or rolled. Clean- 
up involves only soap and water. 
Retail price is $10.75 per gallon. 
For more information— 
Write in No. 997 on card, Pg. 77 


Ventilated Ribbed Guns 


Factory-installed ventilated ribs 
are now included as standard equip- 
ment on Fox model B and B-ST 


~~ 


double barrel shotguns and on the 
new Savage model slide action shot- 
gun, Savage Arms Corp., Chicopee 





See eee eee aeeZ,s 


é 


dood by MILLIONS? 


LIQUID 
WRENCH 


Loosens Rusted Bolts 





15 MILLION ADS 


EVERY MONTH 


The super-penetrating rust solvent 
used by farmers, do-it-yourselfers, 
mechanics, plumbers, sportsmen. 


Your Wholesaler Has It! 


RADIATOR SPECIALTY CO. 4 
Cherlotte, North Ceroline 4a 
a 


4 
7 
i 
i 
i 
t 
i 
i 
| 
‘ 
: 
i 
s 
4 
t 
i 
{ 
i 
| 
i 
i 
i 
i 
i 
& 





Falls, Mass., announces. 

The single trigger Fox model B-ST, 
shown, retails at $104.50, the double 
trigger model B at $94.50, both com- 
plete with ventilated rib. They are 
made in 12, 16, 20, and .410 gauge. 
The Savage model 30 pump shotgun, 
in 12 gauge only, is $82.50 and the 
model 30-AC, with adjustable choke, 
is $87.50, both with ventilated rib. 
For more information— 

Write in No. 998 on card, Pg. 77 


Outdoor Gas Lamps 


Chattanooga Royal Co., Chattanoo- 
ga 6, Tenn, offers three new outdoor 
gas lamps in both traditional and 
contemporary styling: The Colonial; 
The New Amsterdam, shown; and 
The Old Boston. 


Heavy gauge steel, solid brass, and 
plate glass are used in building the 
lights. All finishes are satin black 
baked-on enamel over bonderized 
steel. 

A steel two-piece adjustable lamp 
post is also available. The post is 
supplied complete with all tubing 
and fittings for rapid installation. 

Literature is available. For more 
information— 

Write in No. 999 on card, Pg. 77 


Tru Blu Lawn Edger 


The new Tru Blu Lawn Edger of- 
fered by The Wood Shovel & Tool 
Co., Piqua, Ohio, is used with a 
simple, pull-toward-you motion to 
slice a clean “V” of turf from along 
the edge of walks, drives, or patios. 


It guides itself against the edge and 
top of paving. Depth of cut is adjust- 
able. The tool has no moving parts. 
Retail price is $3.49. For more in- 
formation— 
Write in No. 1000 on card, Pg. 77 








“INNER GLOW" 


it's @ nice, warm feeling to sell 
your customer an item, and to 
know thet you cre doing him a real 
service in selling him that item. 
Toilefiex is that kind of product. 
Mechanicaily, it is the most effec- 
tive, powerful plunger ever de- 
veloped. it looks if too, and it 
selis on sight. 


ei) F 25> ¢ 
Toilet Q{Q00G Plunger 


The Plunger They 
Ask for By Name 


By the makers ot 
Water Master tank balls. 





UA 7 


ALWAYS SELL GENUINE T\y 


aoe M OLLY ) ay 


SCREW ANCHORS and JACK NUTS 
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Wow! That MOTO-MOWER ’60 
Profit Program! 








The 


pansion SAW HORSE 
BRACKETS 


THAT NEST TOGETHER, TAK- 
ING LESS COUNTER SPACE. 


TWO SIZES 
for 1” x 4” and 
for 2” x 4” Lumber Ne. 1 
Sew Horse Set 
EACH SET FOR ONE SAW HORSE PACKED 
COMPLETE IN COLORFUL BOX. 


FLAT TOP 
STYLE 


for Light or 

Heavy Lumber a i. 

CHAS. O. LARSON CO. 
STERLING « ILLINOIS 





B008T 


GARDEN DEPARTMENT 





wir wooo's new MIINERALIZED 
ORGANIC PLANT FOOD! 


Every home-gardening customer is a prospect for 
this best-all-around plant food. Sell ‘em once— 
and they'll be back for more! Wood's MINERAL- 
IZED ORGANIC PLANT FOOD is so easy to use— 
produces such excellent results—they'll want to 
use it for lawns, gardens, shrubs, shade trees 
and flower beds! 

CONTAINS: Magnesium, Calcium, Iron, 

Sulphur, Manganese, Boron and Cop- 

per, in addition to 5% Nitrogen and 

5% available Phosphoric Acid! 

ADDS ORGANIC MATTER to the soil! 

Less Odor—even when wet! 

STORES EASILY—remains chemically 

active and free flowing when kept in 

a dry place! 
When used with Wood’s LAWN GRASS SEED 
MIXTURES produces thick, velvety lawns of “golf 
green” beauty! Stock and sell these fast-selling 
Wood's products and realize a maximum of re- 


peat business! 


iF IT’S WOOD’S— SALES WILL BE GOOD! 


woods) T. W. WOOD & SONS 
SEEDS, 
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Ratcheting Box Wrenches 


Six sizes of Ratcheting Box Super- 
renches® with 6- and 12-point open- 
ings from “% to % inches have been 
added to the line of J. H. Williams 
& Co., 400 Vulcan St., Buffalo 7, N. 
» 3 

All critical parts, made of selected 








Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red at 


rence ah De "1. t ws q a 


TRACTOR SEAT CUSHIONS 











For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT.CO 
HORSE COLLAR PADS SINCE 188! 





alloy steel, are heat-treated for long 
lasting service and safety. Wrenches 
are chrome-plated over nickel. 

In addition to being sold individ- 
ually, Williams offers two sets in 
plastic leatherette rolls. For more in- 
formation— 

Write in No. 1001 on card, Pg. 77 


Self-Cleaning Foot Valves 


To eliminate hung foot valves, the 
self-cleaning “Levertrol” valve _ is 
introduced by Ratterman Manufactu- 
ring Co., 3947 Land O’Lakes Dr., N. 
E., Atlanta 5, Ga. 


The “Levertrol” valve makes use 
of a lever device (patent pending) on 
the bottom of the foot valve which is 
controlled from the top of the well 
by a special nylon-dacron cord. When 
clogged, a jiggle or two of the control 
cord allows the water in the stand 
pipe to flush out the valve seat and 
screen. 

Additionally, drop 
drained when heavy 


pipe can be 
freeze is anti- 





For information on 
CATALOGS & BULLETINS 
See Page 77 








cipated. Literature and counter cards 
available. For more information— 
Write in No. 1002 on card, Pg. 77 


Gun Tacker Attachments 


Arrow Fastener Co., Inc., One Ju- 
nius St., Brooklyn 12, N. Y., an- 
nounces the following attachments 
for its T-50 Gun Tacker: Screen At- 
tachment for all types of screening; 
Wire Attachment for electrical wir- 


ing, wire fencing, etc.; Window Shade 
Attachment for fastening shades to 
poles, cloth or material to any round 
object. 

The interchangeable attachments 
“snap on” over front of Staple Gun. 

Each attachment, including the 
SL-50 Staple Lifter, is pre-packaged 
on skin-packed display cards. Each 
retails for $1.00 and is packed six to 
the box, three dozen to the carton. 
For more information— 

Write in No. 1003 on card, Pg. 77 








SPECIALTY JOBBERS 
Looking for an additional lucra- 
tive line? Tie in with Sharon’s 
expanding market. $2000 in- 
vestment sets you up with a 
complete inventory and fran- 
chised distributorship in pro- 
tected territory with manufac- 
turer’s full support and co- 
operation. 

Write: 
Sharon Bolt & Screw Co., Inc. 
P. O. Box 239 Norwood, Mass. 














MARSHALLTOWN TROWEL COMPANY -« 


MARSHALLTOWN, IOWA 
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Take it from me, pal... your sales 
will get healthy with the 
MOTO-MOWER ’60 Line! 








NEW 
ARKSMAN 

BB REPEATER 
AIR PISTOL 


p 
a) 
a 
£0 
On . 
102 Srna 
7‘? SHOOTS ALL 3 
13, 


18). 


The world's 


@e@ PetLets 


6 @ 88's 
‘ —<tlg paris 


SHOTS The new Marksman Model MPR REPEATER Air 
Pistol is a 20-shot BB repeater, and has the weight 
and feel of a real .45 automatic. Packed with built-in 
lifetime trouble-free power, it shoots standard .177 
caliber ammunition — BB’s, pellets and darts. Packed 
in attractive presentation box with generous supply of 
ammunition, the MPR is available through America’s 
leading wholesale distributors. 

MARKSMAN air gun PELLETS are recommended for 


maximum accuracy. Write for complete literature, 
including dart games and slingshots 


(M)ARKSMAN PRODUCTS 


Division of Morton H. Harris, inc. - Los Angeles 25, Calif 
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Sterling 
Chem-Clean 


NAILS 


RPER 
RIVING 


CLEAN 
and EAS 


Every Sterlin ean” Nail is 


cleaner, shar} iving. From 
the accurate mil recision made 
nails pass through ‘ial degreasing 
process in which they refeive a complete 
chemical vapor t Inlike old fashioned 
tumbling —— methods, the nails 
are really cleah, ari the points remain 
sharp and true: 


Boost sales agnong” contractors, carpen- 
urselfers’”’ with Sterling 


Nails. ‘“‘Chem-Clean’”’ 


ters, and “‘do-it-' 
*‘“Chem-Clean’”’ 
Nails are available in 1, 5, and 10 pound 
boxes or 25 and 50 pound bulk. See your 


supplier or write us 
S Registered Trade Mark 


NORTHWESTERN 
STEEL & WIRE COMPANY 


STERLING LLINOTS 
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ADVERTISER’S INDE: 


A 


Acme Shear Co. 
Adams, Inc., C 

Aeroon Sales Co. 

Airex Co ration 

Alabama anufacturing Company 

Aladdin Laboratories, Inc. 

American Chain & Cable Co., Inc., 
American Chain Div. 

American Pad & Textile Co 

American Power Tool Company 
Div. of American-Lincoln Corp 

American Steel Wool Mfg. Co 

Amerock Corporation 

Ames Compa pony. © 

Animal Trap Co of America 

Arbogast Company, Fred 

Ardor Manufacturing Inc 

Ariens Company 

Arrow Fastener Co., Inc. 

Atkins Saw Division 
Borg-Warner Corp. 

Atlantic Steel Co 

Atlas Tack Corporation 


Bethlehem Steel Co 
Black & Decker Mfg. Co., The 
Burgess Battery Company 


Cc 


Campbell Chain Co 
Champion DeArment 

Tool Co. 
Chattanooga Royal Compa 
Clark Bros. Bolt Co 
Classified Ads 
Clemson Bros., Inc 
Cleveland Mills Co 
Columbian Rope Co 
Commerce Pacific Inc 
Connecticut Valley Mfg. Co 
Consumers Glue Company 
Coughlan Co., G. N 
Crescent Tool Company 


D 


Daisy Mpnatasturing Compan; 
Dayton Bait C 

Denison- Yehnsen Corp 

Detecto Scales, Inc 

Diamond Tool & Horseshoe Co 
Dobbins Div., Chamberlain Corp 
Dovorany & Co., J. M. 
Draper-Maynard Co 

Duro Company, The 


E 


Empire Brushes, Inc 

Eppinger -. Co., Lou J 

Evans Rule Company 

Eversman Manufacturing Company 


F 


Firearms International Corp. 
Fitler Co., Edwin H. 


Flex-O-Giass Inc. (Warp Bros.) 
Forsberg Manufacturing Co., The 
Frick-Gallagher Mfg. Co., The 


G 


General Elec. Co., Lamp Div., 

rge Lamp Dept 
General Steel Warehouse Co., Inc 
Gilmour Manufacturing Co. 


Gilson Brothers Co. . 82, 


Grabler Mfg. Co. 
Graham & John H., 
Bevin Bres. ‘Manufacturing Co., Div. 
Graham & Co., John 
G. W. Griffin Co., Division 
Graham & Co., Inc., King Cotton 
Cordage Div. 
Greenlee Tool Co. 
Gudebrod Bros. Silk Company, Inc. 
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H 


Hager & Sons Hinge Mfg. Co., C 

Hanson Co., Henry L 

Harris, Inc., Morton H 

Hayes Spray ~— Co 

Heller o., . 

High Standard Mi Corp 

Hodell Chain Co., iv. of National 
Screw & Mfg. ‘Co. 

Hodgman Rubber Company 

Hopley Sales, Fred A 

Horton Equipment Company 

Hyde Manufacturing Company 


Ideal Fishing Float Company ° 
Igloo Corporation ° 


Irwin Auger Bit Co Front Cover 


J 


Jacobsen Manufacturing Co 

Johnson Service Company 

Jones & Laughlin Steel Corp., 
Cream City Div 

Justrite Manufacturing Co 


K 


Keystone Steel & Wire Co 
King Hardware Company 
Klein & Sons, Mathias 


L 


Lamson & Sessions Co 
Langley Corp. 

Larson Co., Chas. O 
Lavelle Rubber Company 
Linen Thread Co 

Locke Stove 

Lyman Gun Sight Corp 


M 


Mann Edge Tool Company 

Mark & Company, Clayton 

Marshalltown Trowel Co 

Master Lock Co 

Maze Co., W. H 

Midland Company 

Midland Industries, Inc. 

Milwaukee Tool & Equipment 

Modern Tool & Die Co 

Molly Corp 138 
Moore Push-Pin Co 118 
Mossberg, & Sons, Inc., O. F 108 
Moto-Mower, Inc 129, 131, 135, 139, 141 
Murray Ohio Mfg. Co Second Cover 
Myers & Bro. Co., F. E 119 


N 


National Hardware Show, Inc 
National Mfg. Co 

National Metal Products Company 
National Screw & Mfg. Co 

New York Wire Cloth Co 
Nicholson File Co 
Nixdorff-Krein Mfg. Co. 

North & Judd Manufacturing Co 
Northwestern Steel & Wire Co 


oO 


Olin Mathieson Chemical Corp.., 
Winchester-Western 
Division 37, 38, 39, 40, 41, 42, 43, 44 
Ox Fibre Brush Co., Inc 27 


P 


Penens Too] Corporation 
Penn Fishing Tackle Mfg. Co 
Pennsylvania Lawn Mower Division 

American Chain & Cable 

Company 17, 18, 19, 20 
Peters Cartridge Div., 

Remington rms Co., Inc 6 
Peterson Manufacturing Co...95, 96, 97, 98 
Phoenix Mfg. Co. ° 
Plumb Fayette R, Inc. 23 
Plymouth Cordage Co. 86 
Portable Electric Tools, Inc 52, 53 


R 


Radiator Specialt , Company 
Radio Steel & Co 134 
Ratterman 52 4S Co ll 
Red Devil Tools Third Cover 
Red Head Brand Company ° 
Reeve Company 91 
Reichert Float & Manufacturing Co....131 
Remington Arms Co., inc., 
Ammunition Div 
Remington Arms Co., Inc., 
Firearms Division 
Remington Arms Co., Inc., 
Peters Cartridge Division 
Republic Molding Corp. 
Republic Steel 1 ‘ 


Revere wageer Ss rass, Inc 
Reynolds minum Supply Co 
Richards-Wilcox Mfg. Co 


Ridge Tool Co. 
Royal Elec. Corp. 


S 


Samson Cordage Works 
Sandvik Steel, Inc 
Savage Arms Corp 

Sporting Arms Div 

Lawn Mower Div 
Schlueter Mfg. Co 
Screw & Bolt Corp. of Ameri.a 
Shakespeare Company 125 
Sharon Bolt & Screw Co., Inc 
Sheffield Div., Armco Steel Cort 
Sherman Mfg. Co., H. B 
Slaymaker Lock Co 
Smith & Co., D. B 
Southern Screw Co 
Southwestern Plastic Pipe Co 
Strataflo Products, Inc 
Sunset Line & Twine Co 
Supreme Products Corporation 
Swan Rubber Company 
Swing-A-Way Manufacturing Co 


T 


Tait Manufacturing Co., The 
Taylor Chain Co., 5. G 
Tennessee Coal & Iron Div 
Toro Manufacturing Corporation 
True Temper Corporation 
Turnbuckles, Inc 


U 


UMCO Corporation 

Union Fork & Hoe Co 

United States Plywood Corp 

United States Rubber Company 
Cycle Tire Department 

United States Steel Corp 

Upson Brothers, Inc 

Utica Drop Forge & Tool Division 
Kelsey-Hayes Company 


Vv 
Vital Prod. Mfg. Co 


Ww 


Want Ads 

Water Master Co 

West Georgia Mills 

Western Chain Co 

Western Fishing Line Co 

Wickwire Bros., Inc 

Wickwire Spencer Steel Company 
(Div. of Colorado Fuel & Iron 
Corp.) 

Wire Products Co. 

Wissota a a Co 

Wood & Sons, 

Wright-Bernet, Inc 

Wright Steel & Wire Co., G. F 


Y 


Yale & Towne Mfg. Co., 
Ceramics Dept. 

Yuba Power Products, Inc., sub. of 
Yuba Consolidated Industries, Inc 
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When it comes to 
, WOOD SCRAPERS... 


Everybody reaches for 


in ee 














The Red Devil scraper line covers all your customers: the “pros,” 

the home craftsmen, the buy-minded do-it-yourself trade. Sell Red Devil 

scrapers including the famous Hook and Big Hand lines and new Dragon-Skin 

you give ‘em exactly what they’re after . . . in blades, in handles, in “feel,” and in price. 


With every Red Devil tool, you get the full benefit of sure-fire Red Devil displays, 
packaging, and national advertising. Plus the profit protection of Red Devil's 
full 40% discount. 


Don’t miss out! Cover those “dead spots” on your peg-boards with real “live ones” — 
e : : . , 
money-making Red Devil tools. Check your jobber, today! See Us At Booth 148 


Red Devil Toots. vnion. wow soreey. uis.a 


World's Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 
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TECTION 


One of Master’s famed “Secret Service” series . . . combining 
the two most important principles of padlock security: ; PIN-TUMBLER SECURITY 
LAMINATED CASE CONSTRUCTION, stronger than a solid block of steel. . ae ... finest known 

BRASS CYLINDER, PIN-TUMBLER LOCKING MECHANISM, acknowledged | " ‘ to lockmaking. 
superior design and construction. iv Phosphor bronze springs 
You can offer your customers no finer padlock protection “a nickel-silver pin tumblers 
than a Master “Secret Service.” assure long, trouble-free 


Order from your wholesaler! service. 


Master Jock Company. Milwaukee 45, Wis. Wolds Langest Padlock Momupactinrers 
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